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, GRAYBAR’S new 86-page cata- 
Zo! Th is NEW log illustrates more than 70 
— fluorescent fixtures for com- 
mercial and industrial appli- 

CATALOG cations from the lines of 9 


top-flight manufacturers. It in- 
t el Is aw he at . cludes light output figures, dis- 
tribution curves, dimensions, 
specifications and list prices on all leading units. A conveni- 
ent visible-index feature makes it easy to choose the fixture 
for any need. From this one book, your customers and 
prospects can make a broad-gaged selection of just what 
they want. 

In addition, a 12-page section gives basic facts about 
fluorescent lighting, servicing suggestions, and tells how to 
design a lighting installation for a given illumination level. 
For a copy of this new catalog, call your local GRAYBAR office. 







— 
























GRAYBARIlighting specialists 
pioneered in giving sound 
advice and assistance on 
This sight-saving fluorescent 

lighting installations. As be- 


[ 
tween one light source or 
L : 5 w T | N G another ...or between one 


properly-designed unit and \ 
SPECIALIST another ... they have no axe \ 

to grind. An experienced > 

background in all phases of 
tells how! commercial and industrial X 
lighting underlies their rec- 
ommendations. They are at your service to help you 
design or quote on small or large installations for offices, 
retail stores, public buildings or industrial plants. 

When you need help on difficult-to-light industrial 

operations, especially, it will pay you to get in touch 
with GRAYBAR. Your local office can send a GRAYBAR 
lighting specialist to work with you on the problem. 


GraybaR IN OVER 80 PRINCIPAL CITIES 


Executive Offices: Graybar Building, New York 
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HAZACORD 


Gives You These Extras 





HAZACORD WELDING CABLE 


FOR Welding Equip- 


ment — 
* 


HAZACORD TYPE S and 
TYPE SJ CORDS 


FOR Electrical Tools and 
Appliances . . . Drop 


Lights and Lamps — 
e 


HAZACORD POWER CABLES 
FOR Electric — 


Dredges ... Shovels 4g 


Power Drills...Loaders 
Conveyors ... Scrapers 


AnyMovableMachinery 
* 
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EXTRA FLEXIBILITY 


Conductors are of fine, soft, tinned 
copper wires, rope stranded for flex- 
ibility. Won't kink. 


EXTRA INSULATION 


The rubber on each conductor is a 
40°, compound, resilient, strong 
and moisture resistant. 


EXTRA LIFE 


The protective jacket really protects. 

It is reenforced with strong seine 
ij. twine cords. With a smooth armor 
WY of tough, 60% rubber, vulcanized 
under heavy pressure in a thick lead 
mold, Hazacord is built to with- 
stand all kinds of severe punishment. 


FOR COMPLETE FACTS 
on any or all Hazacord Portable Cables 
and Cords, just write: 


ey 
' re 
: St ings SE 


Division of The Okonite Company 
WORKS: WILKES-BARRE, PA. 


Offices in Principal Cities 


WHAZARD 


Portable Cords & Cables 





Front view of @) Kiampswitch- 

fuz Switchboard, with 2—60 

amp.,2—100 amp., 2—200 amp. 

and 1—400 amp. Klampswitch- 
uz Switches. 











The following Aduantages 

units which comprise these switchboards: 
7. 
8. 
9. 


Be 
. Contacts are silver plated, 


2 
3 
4. 
5 
6 


A 


KLAMPSWITCHFUZ 
SWITCHBOARD 


Dead Groni—Dependatle— Medium Priced 


In this new switchboard, exceptional design, quality and satisfactory service 
are combined with moderate cost. Due to its sectional construction, grouping of 
switches of any required capacities is possible. Two or more of these units may be 
placed side by side, if desired, to build up a larger center of distribution. 


Dead front— covered contacts. 


insuring low resistance. 


. Extended feeders —this elimi- 


nates tangle of cables in rear. 
New and improved @ solder- 
less lugs. 


. Clamp type fuse holders — low 


resistance, minimum heating. 


. Easy to replace fuses — fuses 


are mounted on door. 


10. 


|e 
12. 


are incorporated in the @ Klampswitchfuz 


ON and OFF position indicator. 
Horsepower rated. 

Sectional, cubical construc- 
tion—uniform appearance. 
Pleasing design — pearl gray 
lacquer finish — easy to keep 
clean. 

Integral pullbox. 


Easy and economical to install 
and connect. 


Capacities: 30 to 1200 amp., 250 volt DC and AC; 
30 to 600 amp., 575 volt AC; in 2, 3 and 4 pole types. 


Ju New and Modernized Plants 


this, and these other @ Products will serve faithfully 


and well: 


Sideandrear view 











Feeder Busduct.. 


Shutlbrak Safety Switches... 
tribution Panelboards (Standard and Column Types) 


Sales-Engineers Can Help You 
Their long experience and training 
are at your service — without obliga- 
tion. Write for the name and addres 
of the one nearest you. And ask fo: 
complete catalog information... 
Adam Electric Company, St. Louis, Mc 


. Plugin Busduct. . 
Power and Light Dis- 


Fran! 
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Why nol save lame and money? 
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A, RANGE UNIT REPLACEMENTS zee 


CHROMALOX 


REDUCE INVENTORIES_., stocking Chro- 


malox unit assemblies and inexpensive 
adaptor rings. Instead of tying up 
money in a variety of units to meet 
possible demands, you can fit any range 
with a Chromalox unit. 


SAVE SERVICING CALLS — one call does 


it, if your service man carries a few 
Chromalox units and adaptor rings. 
Select the Chromalox unit of the cor- 
rect rating, click on the required 
adaptor ring, make a few simple ter- 
minal connections—and the job’s done! 


ASSURE CUSTOMER SATISFACTION 


— Speedy service builds good will — 


Write forthe book = Chromalox units installed on your cus- 
“How to Sell More ‘ 


*\ Ranges.” 


tomers’ range are going to keep right 
on adding more good will. The all- 
flat top gives greatest contact for cook- 
ing food as fast as food will cook—and 
economically. It is easy cleaning, too. 


The TWO-UNITS-IN-ONE gives se- 
lective rings of heat to fit large or 
small utensils. And all these features 
combine to provide BETTER COOK- 
ING as all Chromalox users know. 


Soon after you've installed a 
Chromalox unit, check on its per- 
formance. You may find more re- 
placement business for the asking. 
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Portrait of a Heliophile* 


Ten thousand feet high in the 

Chilean Andes, you can get 

an awful sunburn... and so 

can cables. Theactinic rays of thesun that 
high, raise “hob” with cable coverings. 
Awhile back, Chile Exploration 
Company decided they were sick of the 
hob and gave our research engineers the 
job of making a cable that could lie in 
the broiling sun day after day without 
cracking and failing. So, we made Sunex 
Securityflext, a cable that defies the sun 
ten thousand feet high in the moun- 
tains and with equal defiance faces the 
rough and tumble conditions of mining 
3,000 feet below the surface of the earth. 
It is an example of the resourceful- 


ness of Anaconda research. It is the 
same kind of research that produced a 
great basic advance in paper cable man- 
ufacture . . . Type CBt construction 
that outlasts the standard type by an 
easily recognizable margin. 
Theadvantages of this research go into 
every product made by this company... 
and that includes a wire and cable for 
every electrical requirement. Put them 
to work for you. There is no premium. 


Anaconda Wire and Cable Company 
General Offices, 25 Broadway, New York 
City; Chicago Office: 20 No. Wacker Drive. 
Subsidiary of Anaconda Copper Mining 
Company. Sales Offices in Principal Cities. 
tReg. U. S. Pat. Off. 41385 


USE MODERN IMPROVED 
ANACONDA WIRE AND CABLE 
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This familiar trademark 
identifies Anaconda 
products. It symbol- 
izes the best efforts 
of man and science. 


* Borrowed from the Greeks: 
helios (sun) and philos (love of) 
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~ SPEED PRODUCTION 


WITH BULL DOG BUSTRIBUTION DUCT 


Above is an installation of BUStribution DUCT 
in a moderate sized automotive equipment plant. 
Note how the three feeder runs leave the Bull Dog 
SAFtoSWITCHBOARD, thence out in front and to 
the right into the plant as shown below. This in- 
stallation included approximately 1,300 feet of 
BUStribution DUCT of 250 omy to 750 amp. ca- 
pacities, together with 256 Vacu-Break Switch Plugs. 


MAKES ELECTRIC CURRENT INSTANTLY AVAILABLE 
WHEREVER AND WHENEVER NEEDED 


tld hold up vital production for lack of 
ready power and light. 

With Bull Dog BUStribution DUCT, the 
pioneer flexible electrical distribution, current 
is instantly available, at any time, exactly 
where needed. 

BUStribution DUCT is available in two 
types, ‘““LO-X” (Low Reactance Design) and 
“Plug-in.” 

“LO-X” BUStribution DUCT is used for 
high capacity feeder lines, also for welder cir- 
cuits and other high inductive loads. ‘““LO-X” 
is especially designed for greater current carry- 
ing ability, lower operating temperatures and 
less voltage drop due to reactance. 

“Plug-in” type BUStribution DUCT, for 
short runs and branch circuits, permits tap- 
offs at one foot intervals. It includes circuit 
protective devices of the fusible switch or 
circuit breaker type. 

Quick and easy to install, BUStribution 
DUCT permits expansion or rearrangement at 
any time, and is 100% salvable. 

For complete information, write for illus- 
trated bulletins. Better yet, ask for a call from 
a Bull Dog Sales Engineer. 
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PLUS SALES AND SERVICE VALUES 
MEET CUT-PRICE COMPETITION 


People who pay more for plus values in electric service 
as compared to gas will pay more for plus values in one 
electric service as compared to another. 


HE problem of substitutes—of 

“something just as good” at a 
price—is as old as merchandising 
itself. It has been with the manu- 
facturer of quality branded prod- 
ucts from time immemorial. He 
has grown gray and sometimes 
gone to an early grave trying to 
do something about the imitator 
who waited until the demand had 
been created; then stepped into 
the picture with a duplicate of the 
product or a reasonable facsimile 
thereof, at a cut price to skim the 
cream. Never yet has the manu- 
facturer of quality merchandise 
found a way to eliminate his cut- 
price competition completely, for 
there will always be persons who 
believe that you can get something 
for nothing. 

Until recently, substitutes for 
our kind of service were offered so 
rarely that the problem was purely 
local. It seems to me that now, 
for the first time, we find our- 
selves in the position of that 
manufacturer of a standard qual- 
ity brand. If, when the customer 
came to shop in the days gone by, 
we could convince him that our 
service was somewhat better and 
a little bit cheaper than it had 
been before, he was apt to be 
satisfied. He may have wished— 
sut loud—that there was a store 
next door which sold electric serv- 
ice, so he could shop around; but 


*Adapted from an address presented before 
the Ninth Annual Convention of the Edison 
Electric Institute, Buffalo, N. Y., Tuesday 
morning, June 3. 


By Tom P. Walker* 


President 
Gulf States Utilities Co. 
Beaumont, Texas 


nine times out of ten he. didn’t 
really mean it because we did give 
better service each year at lower 
rates and better merchandise at 
lower prices and that was some- 
thing he didn’t always get at other 
places he traded. 

But now, figuratively, there is 
a store next door—a store operated 
by the biggest firm of all—offer- 
ing electricity at cut rates as a 
sideline to its many other lines. 
This store may not actually be in 
your community or mine, but 
through its “advertising” in the 
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news columns, the magazines and 
on the radio, it has created or 
sought to create, the impression 
that if it were in your community 
or mine our folks could buy 
“something just as good” for a 
great deal less. As this firm has 
an excellent reputation in many 
fields of endeavor, its so-called 
public ownership cut-price compe- 
tition is more of a problem than 
that encountered in most fields of 
merchandising where the cut-price 
manufacturer is usually an un- 
known quantity. 

At the same time, our competi- 
tor is working on our markets, he 
is keeping us busy in the court 
house, the legislative halls and in 
ponderous hearings before boards 
and bureaus, forcing us well nigh 
to abandon the one front on which 
our final victory or defeat de- 
pends. The people of this land 
are too discriminating ever to be 
content to have so intimate a serv- 
ice as ours supplied by a cold im- 
personal political bureau whose 
single announced goal is a cheap 
price. 

In simple terms, ours is the old, 
old business problem of price- 
cutting with inferior merchandise 
offered to tear down by fair means 
or foul a quality product that has 
taken years of effort to develop. 
No one without the experience ac- 
quired during that development 
period can hope to imitate it. But 
judges, juries, aldermen, boards 
and commissioners will not yield 
to our fervent legal and technical 
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*‘We are challenged to quit thinking of the public in the 
singular, something to be dealt with as a whole, and reduce 
our service to its least common denominator: the indi- 
vidual and immediate needs of the people who buy our 


service. 


We must become intensely active on the home 


front, where, in the final analysis, our case will be decided.” 





pleas unless and until twenty-five 
million housewives in their kitch- 
ens and four million crossroads 
merchants around their cracker 
barrels are completely sold on the 
idea that their best interest is 
served by a trained, live business 
organization, fired with an apti- 
tude for clean competition and 
honestly and frankly seeking a 
reasonable reward for its efforts. 

There are two standard ap- 
proaches to the price-cutting prob- 
lem: The first undercuts the 
price-cutter without regard for 
the consequences. If painfully ac- 
cumulated resources must be sac- 
rificed to the point that the grow- 
ing needs of the public are jeopar- 
dized, or if the quality of the prod- 
uct must be reduced to a pitiful 
semblance of its former value— 
these mean nothing to the really 
enthusiastic price-cutter. True 
price-cutting has had some fleet- 
ing successes where applied ruth- 
lessly enough by business bandits 
whom the government later prose- 
cuted as being against the public 
interest. But more often, grief 
comes to the price-cutter. The 
record is against him. The utility 
industry has no chance whatever 
of winning a price-cutting war 
with the government of the United 
States in its present state of mind. 


Maintain Service Quality 


The second approach retains all 
the necessary elements of quality 
which the public deserves, and 
maintains a reasonable price to 
pay for that quality. It is this ap- 
proach that has brought success 
to those businesses which today 
We recognize as leaders for all 
the world. It is only through this 
approach—the adding of plus val- 
ues to our sales and service efforts 
—that we may find some hope in 
our situation. 

At the outset we should agree 
that we will fail if we try to palm 
off as plus values our problems, 
our handicaps and our fears. Peo- 
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ple are not interested in our tax 
burden; they have one of their 
own. They can’t see what they 
have to lose from the battles 
against high rates. Private initi- 
ative? Socialism? Dictatorship? 
T. V. A.? All these are distant 
and obscure. Rates are here to- 
day in the home and the store. 
And every crossroads merchant 
has an unfair competitor much 
closer to his heart and mind than 
ours will ever be. He is just not 
interested. He believes to a great- 
er or less degree that somehow his 
day-to-day welfare is tied in with 
what happens in Tennessee or on 
the Columbia River; that the big- 
gest dam in the world means 
something to his health and hap- 
piness; and that the stringing of 
wires to obscure farms will bring 
to his modest little cottage on 
Main Street some _ beneficence, 
though he knows not what it is. 
The customer very frankly wants 
lower rates, but he will insist that 
his brand of service be not im- 
paired. He has seen us rush to 
court with each new threat and 
thinks we are going over his head. 
It is our challenge to quit thinking 
of the public in singular—some- 
thing to be dealt with as a whole 
—and reduce our service to its 
least common denominator: the 
individual and immediate needs of 
the people who buy our service. 
Hold the legal front as best we 
may; cover our retreat before po- 
litical bureaus and pressures (if 
retreat we must) as firmly and 
manfully as possible; but let us, 
too, become intensely active on the 
home front where, in the final 
analysis, the case will be decided. 

Down our way we have for a 
long time had to think in terms 
of plus values, for we have had 
the competition of cheap natural 
gas for years. Never in our cor- 
porate history have we been able 
to say to our customers “Do it 
electrically because you can do it 
more cheaply.” In all of our load 


building activities (the few ob- 
vious exceptions will occur to 
you) we have had to sell the idea 
that we could do it better than 
our competitor. 

We have had to make the people 
want to pay a little more to trade 
with us for certain services. We 
offer that it can be done with 
reasonable success and we offer 
that if people will pay more for 
plus values in electric service as 
compared to gas, they will pay 
more for plus values in one elec- 
tric service as compared to anoth- 
er electric service, if you can make 
them see that they are getting plus 
values for their money in paying 
a higher price. 

Our experience has been that 
the more service you sell the 
housewife and the merchant, the 
more pleased they will be. Ac- 
cordingly, we have actively and 
definitely promoted what I choose 
to call plus values in our sales 
and service efforts. The rates of 
our company have not been the 
lowest, but in its territory, where 
cheap natural gas is abundant, 
the gas rates have been high in the 
customer’s mind more often than 
the electric rates. 


Competing With Municipalities 


There have been threats of 
municipal competition just as 
there have been in other sections 
of the country, and in the two 
instances where it materialized, 
out of a total of 270 communities 
served, the company has accepted 
it as its responsibility and oppor- 
tunity, if you please, to demon- 
strate the difference between our 
way and the politician’s way. To- 
tal customers served in these two 
communities before competition 
ten years ago in the case of one, 
and two years ago for the other, 
were 1,154. Today we serve in 
these same communities only 409 
fewer; and there is definite evi- 
dence that the company’s plus val- 
ues are winning still more of the 
cities’ customers. Even our com- 
petitors would admit, I believe, 
that our share of the total would 
be much greater but for the pres- 
sure—real and implied—which the 
municipal plant backers exert on 
the relatively small populations. 

In the largest city wherein the 
company operates, a new city ad- 
ministration gave a _ thirty-year 
franchise to an oil engine sales- 
man who promised to spend three 
million dollars of his own money 
to add taxable values, to furnish 
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jobs and to reduce rates. The cus- 
tomers in that city, as a recogni- 
tion of the company’s plus value 
policy, voted almost two to one 
that the franchise be not granted. 
Many unsuspected friends actively 
supported the company and worked 
for the defeat of the franchise— 
something almost unknown in 
these days. This support wasn’t 
earned during the week before 
election. It was won by years of 
plus-value service. This evidence 
is given not to brag, nor to open 
old wounds, but only as a back- 
ground for a discussion of some 
of the plus values that have gone 
into this service and as evidence 
that they do pay off. 


Plus Values Defined 


Among the plus values that I 
would discuss with you briefly 
are: (a) Rates as low as eco- 
nomically feasible but—and this is 
more important—of such design 
that they promote the widest poss- 
ible use of our product; (b) an 
aggressive sales program either by 
the company or company-promoted 
through dealers; (c) intensified 
personal attention to the individ- 
ual customer through company 
representatives having sufficient 
intelligence and training to handle 
to conclusion a maximum number 
f customer requirements on the 
first contact; and, (d) a spirit of 
theerful optimism and _ helpful 
service on the part of all person- 
nel, expressed by more human un- 
lerstanding of the personal needs 
for service of our customers. 

Of these, I’d say that individual 
treatment of the customer, the 
alue to him of that feeling that 
his problems are worthy of your 
special attention, is the greatest 
lus value we can offer. 

So let’s charge rates that will 
eep our companies and physical 
roperties in a healthy condition 
) give dependable service. De- 
ign them, if we can, to encourage 
reater use of our service and ag- 
ressively merchandise yourself 
nd through dealers so that the 
verage rate earned by most cus- 
mers will be fairly in line with 
rivate and public competition. 

The present trend in rate-mak- 
ng is to hammer the top step 
own, hoping when the _ next 
’.. P. C. comparisons appear sud- 
enly in the morning paper ours 

ill be more favorable than it was 
ast year, and that a nearby 
i1unicipal plant which we know is 
bout to fall apart will be farther 
own the list. That this is a 





“If people will pay more for plus values in electric service 
as compared to gas service, as they have done in the past, 
they will pay more for plus values in one electric service 
as compared to another electric service, provided that you 
can make them see that they are getting plus values for 
their money in paying a higher price.” 





futile chase can easily be shown 
by the fact that those with the 
lowest charges also have severe 
rate controversies. 

You may be interested to know 
that in the instance of the thirty- 
year franchise granted ‘the oil 
engine salesman I referred to a 
few minutes ago, city officials of- 
fered to refuse to grant the com- 
peting franchise if we would sub- 
stantially reduce ourrates. We de- 
clined to horse-trade on that basis; 
told our customers that we could 
afford to make reductions only 
as justified by use and as planned 
unless they were willing to have 
the quality of service sacrificed. 
The two-to-one vote against the 
granting of the other franchise 
indicated that they saw the reas- 
onableness of our position. In 
view of such evidence, it is no 
wonder we believe that plus val- 
ues rather than price-cutting is 
the ultimate answer. 

Our rate engineers, however, 
should pay more and more atten- 
tion to the increment cost to the 
customer of operating a refriger- 
ator over and above the cost of 
lights and small appliances; then 
to the further increment cost of 
operating a range over and above 
all other services; then on and 
on through the long list of new 
major appliances such as attic 
fans, air conditioning, heating, 
etc., which beckon our talents. 

Similarly there is an opportun- 
ity to design commercial rates in 
such a manner as to increase the 
effectiveness of our service to bus- 
iness. Simplified commercial rates 
for service through one meter 
offer large opportunities for 
greater customer satisfaction. Sin- 
gle meter rates simplify custo- 
mer’s wiring, eliminate problems 
in rate application, pass the bene- 
fit of diversity on to the custo- 
mer and, when a load factor fea- 
ture is included, give him the in- 
centive to promote his own busi- 
ness by intensifying his use of 
electricity at a low increment cost. 
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Shall we say, then, that plus 
values may be put into rate de- 
sign by de-emphasizing as far as 
possible the competition for pre- 
ferred position in rate compari- 
sons. Reduce rates. voluntarily 
when possible and_ graciously 
when required by regulatory au- 
thority, but insist as firmly as 
expedient that they be designed 
so that greater use is encouraged.‘ 
Then add plus effort to cause the 
individual customer to appreciate 
their hidden values, and plus en- 
thusiasm to arouse response. 


Sound Policy Essential 


Plus sales values may mean 
more merchandise for the money 
and should within sound bounds, 
but definitely should not other- 
wise. There is a very important 
job for the utility in promoting 
the use of electrical equipment in 
the home, and while no standard 
pattern can be cut to fit every 
situation, certain principles apply 
generally. Nothing is more de- 
vastating, it seems to me, than 
merchandising by a utility so ag- 
gressive that all other outlets are 
dried up and customers feel their 
electric rates help pay merchan- 
dising losses. On the other hand, 
no policy is so ill-advised as that 
which spends large sums in pater- 
nalistic dealer programs, leaving 
no merchandising responsibility 
on him but giving him all the pro- 
fit. 

The plus values a utility can put 
into merchandising come through 
a well-ordered program in which 
the utility should have a substan- 
tial part and which is designed 
to produce sound, aggressive sales 
of standard merchandise at prices 
that justify maximum effort. How 
that can best be accomplished de- 
pends on local conditions, but the 
most satisfactory results general- 
ly are obtained where the utility 
itself merchandises; but only as 
merchants—avoiding the unfair 
use of its utility facilities to stifle 

(Continued on page 42) 





Training Program for Salesmen 


Utilities and manufacturers cooperate in production 
of training films dealing with basic sales problems. 


PPLIANCE manufacturers 
and utilities are planning 
ahead to counteract the effect 
upon appliance sales of man-power 
withdrawals. Already the draft 
is being felt; eventually it may 
take a heavy toll of appliance 
salesmen. Hence, the foresighted- 
ness of a new, quick, effective 
training program for use by utili- 
ties in area-dealer meetings. 
The program is the result of the 
joint efforts of the Modern Kitch- 
en Bureau and the Dealer Co- 
ordination Committee of the Edi- 
son Electric Institute. They have 
sponsored the work of the Voca- 
film Corporation, builders of ten 
sound slide films which will form 
the backbone of the program. 
Five of these films deal with the 
basic sales problems of the ap- 
pliance salesman. The titles are: 
(1) Prospects for Electrical Liv- 
ing, (2) Getting the Right Start, 
(3) Demonstrating to Sell, (4) An- 


swering Objections, and (5) How 
to Close. 

Companion to this series on 
salesmanship fundamentals is a 
series of films on products: (6) 
When Selling an Electric Refrig- 
erator, (7) When Selling an Elec- 
tric Washer and Ironer, (8) When 
Selling an Electric Range, (9) 
When Selling an Electric Water 
Heater, and (10) When Selling an 
Electric Roaster. 

Of course, the use of sound slide 
films is not new to the electric 
appliance industry. But these 
films are predicated on several 
new conceptions. 

Of particular interest to the 
dealers and utilities is the fact 
that the films deal with products, 
without reference to any particu- 
lar make. Thus they are effec- 
tive for community meetings of 
dealers which sell different makes, 
and for whom, formerly, there 
was no visual material upon which 


they could find a middle-ground. 

Because the program deals with 
appliances without regard to make, 
it has enlisted the interest and 
support of the industry as a whole. 
Most modern sales ideas have been 
pooled; and now through this se- 
ries, will be made available to 
salesmen generally. 

Members of the committee su- 
pervising the project were: C. J. 
Coward, Kelvinator; R. P. Wag- 
ner, New York Power & Light 
Corp.; R. M. Beatty, Westing- 
house; W. A. Grove, Hotpoint; H. 
P. Megargee, American Gas & 
Electric Service Co.; Harry Rest- 
ofski, West Penn Power Co.; Ro- 
ger Bolin, Westinghouse; John 
Wicht, General Electric; and Clara 
H. Zillerson, Philadelphia Elec- 
tric Co. 

The films are built on case ex- 
periences. They avoid  preach- 
ments. They deal with the prac- 
tical firing-line situations which 


“Today hundreds of thousands of investors are in the market for everything from automobiles to 
garden tools. What will give them the most for their money?” 
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the salesman meets daily. These 
are enacted out just as they oc- 

cur. The sales solutions are not 

theoretical; rather they represent 

just a thorough thinking-through 

of the problems and a good sales- 

man’s solution in each case. 

It is believed that with this vis- 
ual material, men new to the ap- 
pliance business can be broken 
in quickly. As the draft calls for 
present experienced salesmen, 
their ranks can thus be filled with- 
out a disastrous drop in sales. 

The foresightedness of this 
move by the electrical industry is 
clear. For although sales are at 
their peak at present in most lines, 
it is by maintaining full-ranks of 
sales forces, and by efficient sales- 
manship, that the present sales 
volume is to be maintained. 

War-time may bring new sales “When the housewife allows you to demonstrate, she is inviting you to 
resistances. For anything like the help her make up her mind. 
maintenance of normal sales, and 
the maintenance of dealer estab- 
lishments, some quick and vivid 
training method may be absolutely 
essential. 

But the use of the new films 
is not limited to enforced replace- 
ments. The veteran salesman who 
remains on the job will welcome 
an effective reminder of sales me- 
thods he may have used at one 
time but which he may now be 
overlooking. A group of veterans 
at a New York State Meeting 
spoke enthusiastically of the way 
in which sales strategy is out- 
lined in these films. 

Said one of them: “Well, they re- 
mind me of things I used to do; 
but, for some reason, have for- 
gotten. They put together a pat- 
tern that brings back all that I 
know but does it in orderly fash- “Selling cooking isn’t any harder than selling anything else that people 
ion, and gives me a new start to- want... if you know what you’re talking about.” 
ward more sales.” 

Recent additions to the sales 
ranks will profit by a presenta- 
tion of facts which are needed for 
a complete, effective sales presen- 
tation. 

Some idea of the practical na- 
ture of these films is given by the 


These are typical scenes from 
the new sales training films. 
They deal with every-day practi- 
cal situations which the sales- 
man encounters. The sales so- 
lutions are not _ theoretical; 
rather they represent just a 
thorough thinking-through of 
the problem and a good sales- 
man’s solution in each case. 
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illustrations which accompany this 
article. As these unfold in stac- 
cato fashion before the group of 
15 to 20 salesmen, the men are 
stimulated to think of their own 
problems, and to apply the fun- 
damentals outlined in the pictures. 
The men are induced also to bring 
up their difficult problems for 








consideration by the group or the 
leader. Thus each man draws upon 
the experiences of the industry 
for helpful solutions of his prob- 
lems. To go through this course 
is bound to increase a man’s versa- 
tility as a salesman. 

Each of the six appliances puts 
its best foot forward. Without con- 





tradictory claims, each appliance 
proves its quantity saleability. 
Thus a dream of the dealer bids 
fair to be on the way to fulfill- 
ment; a steady, intelligent push 
by each salesman on all fronts. 

With each film is provided a 
guide for the meetings, thus en- 
abling busy executives to prepare 

















MERCHANDISING MEMOS 


Spotlighting some pointed 
appliance sales suggestions 


By Roy A. Palmer 
Merchandising and Advertising Manager, 
Duke Power Company, Charlotte, N. C. 


XPERIENCE provides many 

lessons. Those lessons perhaps 
mean more to salesmen than to 
men in other lines of work be- 
cause so many of them strike home 
with such forceful, often cruel, 
blows. But how they do build 
backbone and stamina! 

The other day a manager of an 
appliance store told me of an ex- 
perience which meant a lot to one 
of his salesmen. The salesman had 
a prospect for a refrigerator and 
had made several calls, each time 
laying more groundwork for the 
final day for closing. He report- 
ed his progress to the manager 
after each call, each report beinz 
more optimistic than the previous 
one. 

Then came the day when he 
went out to get the order. He 
came back about noon that day 
without it. While he registered 
some disappointment, he never- 
theless was not discouraged. 

“That man really can’t afford 
to buy,” he reported to his man- 
ager. “His wife has been sick 
and he’s got five kids in the fam- 
ily.” 

Late that same afternoon, after 
having made some more calls, the 
salesman came back to the store. 
He was inspecting a new appli- 
ance display in the front window 
with his manager when suddenly 
the manager called his attention 
to a couple driving out of the 
automobile sales room across the 
street. Yes sir, there was his re- 
cent prospect, driving a brand new 
car, the five kids crowded in the 
back seat and Mrs. Prospect glow- 


12 





ing with all the pride of owner- 
ship sitting beside her husband. 

The salesman was struck dumb 
for several seconds. In fact, sev- 
eral minutes elapsed before he 
could regain his composure. Then 
it didn’t take long for him to get 
across the street to ascertain 
whether or not they had actually 
bought the car or were just “try- 
ing it out.” The sale had been 
made, all right, and the automo- 
bile salesman, not the electric ap- 
pliance salesman, had his com- 
mission check boosted by that cus- 
tomer. 

“T’ll have to admit,” the man- 
ager told me, “that when a family 
decides to trade in the old car for 
a bright, shiny, new one, it’s a 
pretty hard job to sell him a major 
appliance. The desire for a new 
automobile is pretty strong com- 
petition. But that experience was 
one of the most helpful things that 
could have happened to that boy. 
It made him analyze the sales tac- 
tics which he had used on that 
customer. He found where his 
weak spots were, how he had 
failed to drive home some points 
that would have created a greater 
desire for his appliance. It 
strengthened his sales technique 
from that time on.” 

It’s tough to lose a sale, but 
many a lost sale carries a lesson 
that will build morale and sales 
ability. Merely shrugging the 
shoulders with a feeling that “I 
can’t expect to sell ’em all,” will 
not be of much value. Rather, a 
determination to study the weak 
spots, to improve them with each 









sale, and to eliminate the glaring 
errors will make for a steady de- 
velopment into a good salesman. 
These days it is perhaps more 
important than ever to remember 


this point. We are in a seller’s 
market. People are buying, they 
don’t need to be sold. It’s a fine 
time for a salesman to grow soft. 
But these days may not always be 
with us, and then we will need 
strong, capable salesmanship. 
Those who have grown soft in the 
lush days of the seller’s market 
will grow lean when the tide turns. 


cates NOLES 
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for leadership in a minimum of 
time. A major feature of each 
guide is a quiz for the establish- 
ment of important facts and sales 
methods with each man in the 
conference group. Accompanying 
each quiz is a contest plan to lend 
variety to the meetings and pro- 
vide incentives to remembrance 
of the information given in the 
films. The quiz consists of two 
series. The first series of ques- 
tions can be answered by anyone 
who has paid strict attention to 
the film. 

For example, on the refrigera- 
tor, here are typical questions of 
this character: 


Question: It’s a fact that the 
average family, now has more 
money to spend and a surer in- 
income. What responsibility does 
this place on the salesman? 

Question: Why must he make 
this effort? 

Question: What steps must a 
salesman take to get the refrig- 
erator at the top of a prospect’s 
shopping list? 

Question: What is your number 
one selling point on investing in an 
electric refrigerator? 

Question: What are the three 
basic appeals which an electric re- 
frigerator presents to a woman? 


The second series of questions 
3; a challenge to the experienced 
alesman. He must draw on back- 
ground of sales contacts for his 
nswers. For example: 

Question: Here’s a prospect who 
previously has put you off on the 
ground that she is too poor to 
buy a refrigerator. Now you learn 
that she is considering buying a 
new automobile. How would you 
interest her in a refrigerator? 

Question: How far does it pay 
to go in comparing values on re- 
frigerators of the past? Just how 
do you handle it? Do you bring 

his point up if the prospect does- 
’t refer to the past? 

Question: Although you speak 
£ much lower prices for the re- 
frigerator than in the past, the 
prospect may not believe this. In 
his case what do you do? 

It is suggested that the utility 
hich uses this material will do 
ell to localize the national fig- 
res which are given in the films, 

us driving home the points clos- 

’ to the salesman’s problems. 

Because of the completeness of 
le program, it is particularly ad- 
visable for the leader to keep the 

scussion on the track, avoiding 
1e tendency for an enthusiastic 
roup of men to wander from ene 

(Continued on page 41) 


Utility Quits Merchandising 
Beeause of Dealer Progress 


TE Florida Power and Light 

Sompany, through its general 
sales manager, R. B. Roberts, an- 
nounced recently that electrical 
merchandising would be discon- 
tinued in all of the company’s 
twenty-seven stores except Lake 
City, Daytona Beach, Sarasota, 
West Palm Beach, Miami and 
Miami Beach. The company plans 
to discontinue electric merchan- 
dising in these stores on or before 
January Ist, 1942. 

“This step,” Mr. Roberts stated, 
“was made possible by a rapid 
growth of an aggressive dealer 
organization which has taken full 
advantage of the assistance of- 
fered by manufacturers, jobbers, 
distributors and the Florida Pow- 
er & Light Company under its 
Dealer Plan, which has been de- 
veloped over the past ten years. 
The dealer organization has grown 
during this period and is recog- 
nized as one of the most outstand- 
ing and successful organizations 
in the nation today. 

“We feel that we can best de- 
velop the territory that we serve 
under the new plan — with the 
dealer selling appliances and our 
company helping further develop 
the dealer and promoting the use 


hen think its fun fo read 
Life Mogazine, youl lke this 
VISUAL, DICTURIZED treining 
program whch mates it #asy~ 
FO ALARM... BASY TOUS i, 


of the electrical equipment.” 

Under this Dealer Plan, dealers 
have constantly been encouraged 
to build up sales and profits, and 
to take over the major portion of 
the electrical merchandising busi- 
ness. 

In 1938, one employe was made 
responsible for dealer develop- 
ment work exclusively. Addition- 
al residential salesmen have been 
added since then and, at the be- 
ginning of this year, twelve deal- 
er sales development representa- 
tives were in the field. 

All company merchandising ad- 
vertising has carried the invita- 
tion to “See Your Dealer”. And 
annual sales programs for dealers 
exclusively have been prepared by 
the company each year. 

Evidences of the successful pro- 
motional work along these lines 
may be seen from the fact that 
prior to 1930, 40% of all elec- 
trical appliances were sold through 
the company. Through May of 
1941, this proportion had dropped 
to less than 3%. Also, total dol- 
lar volume of electric merchan- 
dise sales increased from about 
$2,000,000 prior to 1930, to over 
$8,000,000 in 1940. 

(Continued on page 41) 
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This is the “Pix Kit”? carried by all dealer sales development representa- 


tives of the Florida Power and Light Company. 


These representatives 


work with each dealer or his sales supervisor and offer him suggestions 
or information relative to all phases of appliance merchandising. 
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Aerial view of downtown business section of Atlanta, where lighting engineers will meet. 


Teehnieal Progress and Selling 
Feature I.E.8. Program 


N THIS FIRST year of the all- 

out program for national de- 
fense, lighting specialists need 
more than ever to keep abreast of 
developments in their field of en- 
deavor. The annual convention of 
the Illuminating Engineering So- 
ciety, to be held in Atlanta, Geor- 
gia, September 22nd to 25th, will 
provide a splendid opportunity to 
do this. It will enable lighting 
men and others associated with re- 
lated industries to share experi- 
ences in the application of lighting 
to visual tasks, to exchange infor- 
mation on new developments, and 
to view the latest type of lighting 
equipment. 

Headquarters for the conven- 
tion, the first ever held in the 
South, will be the Atlanta Bilt- 
more Hotel, situated in a beautiful 
four-acre park, between the fam- 
ous Peachtree Streets. It is air- 
conditioned by nature, and every 
room has an outside exposure. 

The Biltmore was selected as 
convention headquarters because 
it is equipped with complete facil- 
ities for all sorts of beneficial 
group meetings. It is famed 
throughout the country for both 
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its colonial beauty and its quiet, 
comfortable appointments which 


' permit guests to relax and enjoy 


themselves. 

The Atlanta Convention will be 
distinctly a working occasion. 
With the rapid changes in light 
sources and luminaires, with new 
processes requiring new lighting 
solutions and with the necessity 
for speed in planning and produc- 
tion, the need for concerted action 
is vital. The following are some 
phases which will be presented 
and discussed: 

1. Lighting for Production. 
Methods, technique and desirable 
intensities for speeding the pro- 
duction of essential defense ma- 
terial as installed in the newest 
manufacturing plants will be thor- 
oughly described, illustrated and 
discussed. 

2. Blackout. Visual aids to civil- 
ian circulation and military move- 
ment under blackout conditions 
will be described from the basis of 
current practice in England and 
suggested adaptations to meet our 
own requirements. Undoubtedly, 
discussion will develop the appar- 
ent .failure. of. complete. blackouts 


to protect cities from bombing, 
and perhaps the suggested use of 
light rather than its absence. 

3. Fluorescent. In a review of 
the past year’s experience in relat- 
ing this new light source to public 
use, various papers will discuss 
improvements in laboratory devel- 
opments, as well as technique of 
application in various fields. 

4. Street and Highway Lighting. 
Fatal traffic accidents have reach- 
ed an appalling rate. Unless im- 
mediate measures are taken, 40,000 
will be killed this year and over 
150,000 seriously injured. With 
troop movements for training pur- 
poses, with concentrations of 
workers at defense plants, and 
with increased transportation of 
essential materials by truck, these 
deaths and injuries will have 
reached the proportions of a na- 
tional disaster. The majority of 
these accidents occur at night 
There are means for correcting 
this situation and there is actual 
proof of their effectiveness. There 
will be an entire session of the 
IES Street Lighting Committe« 
which no public-spirited officia! 
of a private or municipal utility 
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can afford to miss. 

5. Technical. New principles of 
fundamental relations between 
methods and results will be dis- 
closed by scientists who have 
spent their careers in laboratory 
analysis of fundamental and basic 
considerations. It is on the foun- 
dation of such a technical knowl- 
edge that successful application 
must be based. 

6. Lighting Service. The entire 
opening day of the convention will 
bring together public utility light- 
ing engineers from all over the 
country to present practical solu- 
tions for actual lighting problems. 
Actuated by a spirit of service to 
the public, this session will be one 
of the most useful and vital of the 
entire convention. 

7. Exhibits. A feature not al- 
ways combined with IES Conven- 
tions, but which will be available 
this year, will be a complete ex- 
hibit from all principal national 
manufacturers of their latest de- 
velopments in lighting lamps and 
fixtures. This is in effect a pre- 
view of the available tools which 
the engineer will use in meeting 
the problems of the year to come. 

The lighter side of the Atlanta 
Convention has not been neglect- 
ed. Extensive plans have been 
made to assure ample recreation 
and entertainment. Convention 
visitors will have opportunity to 
meet IES-President Cameron at 
the President’s Reception Tuesday 
evening. The reception will be 
followed by a real Plantation Par- 
ty—the kind hospitable Georgians 
enjoyed in ante-bellum days. 
“Georgia Peaches,” as gorgeous as 
any “Gone With the Wind” belle, 
ind plantation songs will sweeten 
the occasion. 

The annual convention golf tour- 
nament will be held Wednesday af- 
ternoon at the famed East Lake 
Country Club. A variety of worth- 

hile prizes will be awarded win- 
ing golfers. Entrance and green 

(Continued on page 39) 


“hese are typical views that will 
sreet the eyes of IES Convention 
isitors in Atlanta, September 22 
» 25. At top, Stone Mountain, 
m outstanding attraction near 
tlanta. Center, typical view in 
tlanta’s better residential dis- 
‘ricts. Below, terrace of the 
tlanta Biltmore Hotel, conven- 
ion headquarters, located in a 
beautiful four-acre park. 
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ROUNDING, as pointed out in 
the previous article, is pri- 
marily a safeguard for life and 
property. At times, however, due 
to local conditions, the grounding 
system may actually serve as a cir- 
cuit conductor and permit a more 
or less continuous passage of cur- 
rent to flow through the ground 
conductor, enclosures, cabinets, 
etc. This continuous flow of cur- 
rent will raise the metallic sys- 
tem to a potential above ground. 
Thus, if the total resistance of the 
ground path to a point of connec- 
tion to a service switch is one 
ohm and a current of 20 amperes 
flows through the ground system, 
due to a heavy backfeed from 
some low voltage-high current 
local supply system, or from some 
accidental ground, or for some 
other cause, then the cabinet will 
be subjected to a potential of 20 
amperes x 1 ohm = 20 volts. 

This continuous current flow, 
in many cases, has an accumula- 
tive effect which tends to build 
up this potential gradient. As 
current flows, heat is generated 
and this in turn drys out the soil 
in contact with the grounding elec- 
trode and thus further increases 
the resistance of the ground. 


D-C SUPPLY 
STATION 
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GROUND AT EACH 
SUPPLY STATION ONLY = 


POWER AND LIGHT SERVICE > 
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NO GROUND PERMITTEO/ 
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Fig. 53. In the case of direct current systems, ground connections 
can be made at one point only on the system but note that this 
does not prevent the grounding of all metallic equipment en- 
closures, ete., at individual locations. 
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Electrical Grounding Practice 
As Required by 1940 Code 












Part 2 
By B. Z. Segall 


New Orleans Public Service, Inc. 
New Orleans, Louisiana 


It should be emphasized that 
the Code does not consider as ob- 
jectional the temporary currents 
flowing due to an _ accidental 
breakdown of the electrical sys- 
tem. At such times the grounding 
system is performing its function 
as an electrical safeguard and 
sooner or later, within a reason- 
able period of time, will stop this 
temporary flow of current by 
causing the circuit fuses or break- 
ers to open. The circuit protec- 
tive devices will continue to open 
upon replacement or reclosure as 
long as the accidental breakdown 
is permitted to remain intact or 
until the point of contact is “burnt 
clear” by an excessive current 
flow. 

The objectional currents, how- 
ever, in many cases, do not affect 
the protective devices and often 
flow through a system which 
shunts around the protective fuses 
on circuit breakers, 

The Code sets up four general 


methods for eliminating object- 
ionable currents in the grounding 
system where more than one 
ground is used: 


(1) Removal of one or more 
grounds. Two or more grounds 
may be so installed as to create 
an appreciable potential differ- 
ence between them. 

(2) Changing location of one 
or more of these grounds. A 
change of location will remove the 
ground from a localized source of 
stray current generation and thus 
eliminate the flow of this current 
over the ground system. 

(3) Breaking up the continuity 
of the conductor between the 
grounding connections. 

(4) Other means which the en- 
forcing authorities believe will 
limit the current. The question 
of proper grounding is highly con- 
troversial and definitely not ans- 
wered by present Code rules to 
the complete satisfaction of all 
interests concerned. For this rea- 
son, the Code enforcing authorities 
are given leeway by this fourth 
clause to deal with their own in- 
dividual grounding problems to 
the best advantage to themselves 
and others concerned. 


In the case of direct current sys- 
tem, the ground connection must 
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Fig. 54. All individual a-c services must be 
grounded unless the installation of such a 
number of grounds causes objectionable cur- 
rent flow in ground conductor. 
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Fig. 55. The ground connection 
required on a-c services must be 
made on the supply side of the 
service disconnect switch. The in- 
stallation of the ground connec- 
tion in an outdoor meter base, as 
shown here, is permitted, provided 
the grounding system continuity 
is assured up to the point of con- 
nection of the service raceway to 
the main service disconnecting 
device. 


be made at only one point on the 
system. All ground connections 
shall be made at the various sup- 
ply stations feeding the system, 
but cannot be made at each indivi- 
dual service or on any point of 
the interior wiring system. It 
should be noted that this does not 
prohibit the grounding of the me- 
tallic equipment for direct current 
systems at individual locations, 
but only the wiring itself. (See 
Figure 53). 


Two Grounds Now Required 


The 1940 Code, for the first 
time, requires a minimum of two 
grounds on each secondary dis- 
tribution system. In previous 
Codes, this second ground was op- 
tional but its omission involved 
several special grounding rules 
which were developed to insure 
proper protection to the system 
and to persons coming in contact 
with the wiring and its associated 
equipment. 

All individual alternating cur- 
rent services must be grounded 
unless the installation of such a 
multiplicity of grounds causes an 
objectionable flow of current 
through the ground conductor. 
The ground connection must be 
made on the supply side of the 
service disconnect switch. (See 
Figure 54). This rule will per- 
mit the installation of the ground 
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connection in an outdoor meter 
base provided the grounding sys- 
tem continuity is assured up to the 
point of connection of the service 
raceway to the main service dis- 
connecting device. (See Figure 
55). 

A very important addition is 
to be found in this Section 2523 
which outlines the rules for 
grounding connections for alter- 
nating current systems. The last 
sentence of this section requires 
the installation of a neutral serv- 
ice disconnect device for all sec- 
ondary distribution systems hav- 
ing a grounded conductor. Thus 
a secondary power service extend- 
ed from a four-wire, three-phase, 
120/208 volt, “wye” secondary sys- 
tem must have the neutral extend- 
ed to the service disconnect device, 
even though a neutral is not re- 
quired for the equipment. The 
size of this neutral will be gover- 
ned by the size of the ground con- 
ductor required for the particular 
service and main switch. The in- 
stallation of this neutral wire and 
its grounding at the power service 
switch provides a positive path 
for short circuit currents in the 
event any of the power conductors 








“short out”. (See Figure 56). 

Many customers occupy a piece 
of property having several build- 
ings upon it. The entire unit is 
under their sole management and 
is served from one master serv- 
ice located at a convenient point 
in one of the buildings. The Code 
permits an exception to the instal- 
lation of the grounding connec- 
tion for alternating current sys- 
tems for these other buildings. As 
stated above, the ground conne:- 
tion can only be made on the line 
side of the service disconnect de- 
vice. However, a ground connec- 
tion may be installed (not man- 
datory but definitely advisable) 
at each conductor entrance point 
into the other buildings. This 
is illustrated in Figure 57. 

Figure 57 is also used to illus- 
trate another point. It will be 
remembered that the Code now 
requires the extension of the neu- 
tral into the service switch from 
all grounded secondary systems as 
is illustrated in Figure 56. How- 
ever in the case of a master service 
set up as shown in Figure 57 the 
neutral does not have to be extend- 
ed beyond the master service if it is 
not required by the load installed 
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distribution systems having a grounded conductor. 
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Section 2523 of the Code requires the installation of a neutral 
service conductor up to the service disconnect device for all secondary 


Thus a power service 


such as shown at left in this diagram of a four-wire, three-phase system 
must have the neutral extended to the disconnect device even though the 


neutral is not required by the equipment. 


The installation of this neutral 


wire and its grounding at the power service switch provides a positive 
path for short circuit currents in the event any of the power conductors 
“short out.” 
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Fig. 57. Exceptions to the rules 
on grounding are made when sev4 
eral buildings under one owner- 
ship are served from a master serv- 
ice located in one of the buildings. 


within the building. Thus, build- 
ing “A” in Figure 57 does not have 
to have a neutral, since only a 
power load is installed here. The 
neutral conductor shown between 
the main building and this build- 
ing may, therefore, be eliminated. 

Figure 58 illustrates the loca- 
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tion of the ground connection for 
alternating current interior wir- 
ing systems. 

If an interior wiring system or 
circuit is fed from an individual 
transformer, isolated plant, etc. 
and not from an exterior secon- 
dary distribution system, the 
ground connection, if required, 
must be made on the supply side 
of the first switch controlling the 
system. The connection shall be 
made (a) at the transformer, or 
(b) at the generator, or (c) other 
source of supply, or (d) at the 
switchboard. 


Tamper-Proof Fuses 
Become Mandatory 


EVERAL changes in the 1940 

National Electrical Code were 
adopted at the recent meeting of 
the Electrical Committee of the 
National Fire Protection Associa- 
tion, held in Chicago. Among these 
were the provisions adopted cover- 
ing standard dimensions for Type 
S fuses and fuseholders. 

The discussion on Type S fuses 
extended over a considerable por- 
tion of the meeting and all phases 
of the subject were thoroughly 
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Fig. 58. These diagrams show the proper location for the ground con- 
nection on various types of alternating current interior wiring systems. 
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considered. Following the discus- 

sion, the Electrical Committee 

voted to adopt as a standard for 
the Type S fuse the dimensions 
included in U. S. Letters patent 

No. 2,209,048 issued to the McGraw 

Electric Company (Bussmann 

Manufacturing Company). A com- 
mittee was appointed, with F. V. 
Magalhaes as chairman, to contact 
the Bussmann Manufacturing Com- 
pany to draw up an agreement, 
acceptable to the Bussmann Manu- 
facturing Company and to the 
Electrical Committee, whereby the 
dimensions under this patent will 
be available to any manufacturer 
without the payment of royalty or 
the imposing of any price control. 

The special committee will give 
consideration to the subject of 
compliance with the standard di- 
mensions, a requirement for rigid 
approval, and such other items as 
will to all intents and purposes 
make the agreement a desirable 
one and in effect a donation of the 
patent to the public. The effec- 
tive date upon which the Type S 
fuse becomes mandatory remains 
as November 1, 1941. 

The proposed Interim Amend- 
ment to the Code, No. 38, which 
recommended numerous and dras- 
tic changes in the specifications 
on the insulation and the carrying 
capacity of conductors, and which 
has had such a widespread discus- 
sion throughout the industry, was 
to all intents and purposes with- 
drawn. 

The report received consider- 
able discussion after which the 
Electrical Committee voted to stop 
further consideration as an in- 
terim amendment and to refer the 
whole matter back to the proper 
Article Committee, so that a full 
report can be made for the next 
code revision. 

The simplified practice on con- 
ductor sizes, as adopted at the con- 
ference called by the Department 
of Commerce, came before the 
committee and received its ap- 
proval. 

In connection with this simpli- 
fication, which limits the number 
of recognized sizes of conductors, 
the matter of wires in multiple be- 
comes of unusual importance. The 
Electrical Committee instituted a 
proposal for interim amendment to 
liberalize the placing of wires in 
multiple. This interim amendment 
will receive prompt action. The 
suggestion before the committee 
proposes that the code recognize 
conductors of 1/0 and larger in 
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jultiple without special permis- 


10n. 

The Rules of Procedure of the 
jiectrical Committee and the Pro- 
eedure for Interim Amendment of 
the code were amended. 

\fter a discussion of the several 

yposals to revise the code at 

‘iods varying from one year <%v 

e years, the committee voted to 

ain the present three-year re- 

ion period. 

fhe special sub-committee on 

cedure, to which the suggest- 

s submitted for consideration 

this meeting had been referred, 

ymmended a rearrangement of 


the articles in Chapter 3 of the 
National Electrical Code, a new 
Article 310 Committee on Conduc- 
tors, and a relocation of many of 
the sections now appearing in Art- 
icle 300 of the Code. The general 
plan recommended was adopted 
by the Electrical Committee and 
will become effective with the next 
revision of the Code. 

A recommendation was made 
that the subject of fluorescent 
lamps and gas tube lighting be 
given special consideration by the 
Electrical Committee, and it was 
voted to refer these items to the 
Article Committees 410 and 600. 





Adequate Wiring 
For Print Shop 


By Hinton Bradbury 


\ A ODERIZATION of wiring 

LY and lighting equipment as an 

indispensable factor in a large 

nting plant is exemplified in 

newly completed plant of 

vis Printing Company, in Jack- 
ville, Florida. 

Satchwell & Joseph Electric 
‘ompany, of this city, was award- 
el the contract. Although this 
‘irm did not submit the lowest bid, 
hey got the job because their bid 
included a comprehensive wiring 

| lighting plan which would be 
‘ool proof and easy to handle. 

[. E, Satchell, Jr., owner and 

anager of the electric company, 
says simplicity was his watch- 
vord in drawing up the plans. 
All wiring for motors and power 
quipment is located underground. 
he building is lighted through- 

with fluorescent units. 
The owner-manager of the Lewis 
rinting Company has had more 
lan a score of years experience 
in the newspaper and printing bus- 
iess. His firm was operated for 
veral years at another location 
in the city, and before plans were 
wn, he realized the importance 

f proper working space as well 
fficient electrical operation of 
shop and lighting. 

‘he new plant offers twice the 

mber of square feet in work- 

space; the lighting plan has 

n called a 100 per cent im- 

vement over his old plant; and 

electrically operated equip- 
it has been so arranged that 
plant has already been called 
1odel in the printing field. 

he electrical contractor used a 
2/0 overhead lead-in service 
) the main switch. The main 


switch feeds a power panel, from 
which there is extended a feeder 
to another power panel on the op- 
posite side of the building. All 
motors are operated from one or 
the other of these panels. 

Electrically operated presses 
and many other types of equip- 
ment have been set up permanent- 
ly along the entire lengths of the 
walls, and each line of machines 
is operated from the panel on its 
particular side. 

Another important feature is 
that all wiring was carried under 
the concrete floor and stubbed up 
at each machine in the plant. Each 
panel was carefully indexed so 
that any one of many operators in 
the plant can locate a defective 
circuit immediately. Each machine 
is equipped independently with a 
start and stop control. 

Among the many units of heavy 


machinery in the plant is a large 
rotary web newspaper press. It 
is believed to be the only one used 
by a printing plant in Florida in 
addition to those found in regular 
newspaper plants. It is capable of 
printing a 16-page full size news- 
paper. Color is also available for 
circulars which can be printed 
in any size. 

The press is equipped with a 
control panel which gives perfect 
control over any operation of the 
press. There are four push button 
stations located at convenient 
parts of the press from which the 
operation can be stopped, started, 
inched or reversed. 

The drive is equipped with a 
special 16-belt V-type pully ar- 
rangement. It is powered by a 
variable speed motor which can 
give the exact demanded speed re-’ 
quired for individual orders. 

The plant maintains a Ludlow 
machine for making ruled forms 
for various types of office forms 
and similar needs. The Ludlow is 
equipped with an electric time 
clock which has been set so that 
the heating units cut on automati- 
cally about 5 a. m. daily. In this 
time and money saving manner, 
the metal in the Ludlow has reach- 
ed the exact required temperature 
when the printers report for work 
in the mornings. 

It also is equipped with a double 
throw switch so that during the 
day it may be switched from auto- 
matic operation to hand control. 
There are numerous other pieces 
of equipment including four job 

(Continued on page 41) 


This adequately wired printing plant of the Lewis Printing Co., Jackson- 
ville, Fla., includes industrial type fluorescent lighting units, flexible 
control facilities, and adequacy in circuit capacity. 
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Contractors and Inspectors 
Hold Joint Meeting 


HE PRACTICAL value of joint 
meetings of electrical con- 
tractors and inspectors has been 
well demonstrated in North Caro- 
lina. Another successful meeting 
of this type was conducted July 
15 to 17, at the North Carolina 
State College, in Raleigh, with ap- 
proximately one hundred and fifty 
contractors, inspectors, and others 
of the industry in attendance. 
Under the capable leadership of 
N. E. Cannady, state electrical en- 
gineer and inspector, three full 
days were devoted to talks by lead- 
ers in the industry as well as to 
informal discussion of the Nation- 
al Electrical Code, electrical in- 
stallations, and related topics. 
The meeting was jointly spon- 
sored by the North Carolina Chap- 
ter of the International Associa- 
tion of Electrical Inspectors, the 
North Carolina Association of 
Electrical Contractors, the North 


Carolina Board of Examiners of 
Electrical Contractors, and the 
North Carolina State College. 

In addition to the general ses- 
sions conducted at the college, the 
Contractors’ Association held a 
closed meeting July 15 for the pur- 
pose of electing officers and hear- 
ing several timely addresses on 
business methods. Among those 
who talked to the contractors were 
J. M. Richardson, Richardson-Way- 
land Electric Co., Roanoke, Va., 
whose subject was “The Cost of 
Doing Business”; Wm. T. Ander- 
son, Anderson Electric and Sup- 
ply, Charlotte, who spoke on “New 
Interpretations of the Wage-Hour 
Law”; and R. H. Bouligny, of 
Charlotte, who talked on “Orderly 
Methods of Merchandising.” An 
“All-Industry Dinner” concluded 
the contractors’ separate meeting. 
Featured speaker of the evening 
was Robert Fish, sales manager, 


These men will direct the activi- 
ties of the North Carolina Associ- 
ation of Electrical Contractors 
during the forthcoming year. 
Seated, left to right, are H. M. 
Bryant, Bryant Electric Co., High- 
point, newly elected vice president; 
E. C. Peel, Peel Electric Co., Bur- 
lington, president; and Ralph K. 
Robinson, Robinsen Electric Co., 
Charlotte, past president and new 
treasurer. Standing, left, Dwight 
L. Casey, executive secretary of the 
Association, Charlotte; and Frank 
E. Hartis, Modern Electric Co., 
Durham, secretary. 


Lightolier Co., New York City, who 
discussed the problem of doing 
business under the unusual cond:- 
tions that are developing as a re- 
sult of the national defense pro- 
gram. 

In the general sessions at the 
State College, those in attendance 
heard addresses by the Honorable 
J. Melville Broughton, Governor 
of North Carolina, and G. B. Price, 
chairman of the state rural electri- 
fication commission. 

Speaking on the subject “What 
the IAEI Means to the Electrical 
Industry,” Victor H. Tousley, sec- 
retary-treasurer, IAEI, Chicago, 
directed attention to the need for 
electrical inspection facilities in 
the communities that are spring- 
ing up in the immediate vicinity 
of new defense industries. Many 
of these are outside the jurisdic- 
tion of existing inspection authori- 
ties, yet may include dwellings for 
as many as 10,000 to 25,000 people 

Arthur L. Abbott, of the Na- 
tional Electrical Manufacturers’ 
Association, New York City, next 
addressed the group. He pointed 
out that although the National 
Electrical Code is a “minimum 
standard,” it is, in effect, a guide 
to good engineering design. Refer- 
ring particularly to Articles 210 
and 220, he demonstrated that the 
methods given in the Code were 
satisfactory for the design of an 
adequately wired installation, pro- 
vided the minimum values in watts 
per square foot are increased. For 


Some of the Speakers Who Addressed the Institute for Inspectors and Contractors 


N. E. Cannady 
Hon. J. N. Broughton 
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example, he explained, the Code 


requires a minimum of two watts 
per square foot for lighting for a 
commercial building; an adequate- 
ly wired installation could be ob- 
tained by allowing 4.5 watts per 
square foot, etc. He pointed out, 
also, that many ordinances that do 
1ot follow the Code exactly, do 
jot require even as much circuit 
pacity as required by the Code. 

{ discussion of outlet boxes, 
sented by O. A. Fredrickson, 
National Electric Products 


Corp., Pittsburgh, concluded the 
first morning session. The need 
for standardization in the outlet 
and switch box field was stressed 
particularly. 

“T think that the public’s best 
interest is not being served under 
present conditions,’ Mr. Fredrick- 
son said, “because I believe that 
too many unnecessary types and 
sizes of boxes are being demanded 
by the trade. Today, we have a 
special outlet box or switch box 
for every contractor in the coun- 


try, and we are on the way to hav- 
ing one for each wireman. The 
confusion, duplication of stocks 
all along the line, and tool and 
die expense are just terrific, to 
say nothing of obsolescense and 
consequent losses. All of this un- 
neccesary expense is being sad- 
dled on the public without profit 
to anyone.” 

The first afternoon session of 
the general meeting was devoted 
entirely to discussion of inspect- 

(Continued on page 89) 


tal attendance at the Institute and the separate session 
f the Contractors’ Association exceeded one hundred and 
iftye Among those in attendance, shown in the groups 
clow, were: (1) J. H. Andrews, Richmond, representing 
Avcow Hart and Hegeman; Paul Lumpkin, Charlotte, of 
Bryant Electric; J. G. Hammond, Eastern Electric Supply, 
Rocky Mount, N. C.; and Carroll Schoen, manufacturers’ 
representative, of Atlanta. (2) Ralph Robinson, Robinson 
Eleetric Co., Charlotte; Robert Fish, sales manager, 
Lightolier Co., who addressed the contractors at their an- 
nual banquet, and Mrs. Fish. (3) William Armstrong, 
Underwriters’ Laboratories, New York City; J. L. Speightsy 
Virginia Electric and Power, Richmond; and John M. 
Murphy, General Electric Co., Richmond. (4) Front row, 
Charles Mosely, Bouligny & Co., Charlotte; C. S. Boger, 
Board of Examiners of Electrical Contractors, Raleigh; 


and H. L. Elam, Interstate Electric Co., Charlotte; stand- 
ing, Lloyd Engleby, Engleby Electric Co., Roanoke, Va.; 
and G. R. Thompkins, Wadsworth Electric Co., Richmond, 
Va. (5) H. G. Knoderer, General Electric Co., Bridgeport, 
and Mrs. Knoderer. (6) C. C. Coons, Dowdy Electric Co., 
Roanoke, Va.; O. W. Holmes, Holmes Electric Co., 
Fayetteville; and E. Austin, Austin Electric Co., Charlotte. 
(7) Dwight L. Casey, executive secretary, N. C. Association 
of Electrical Contractors, Charlotte, and M. W. Scarbrough, 
executive secretary, Virginia [Electrical Contractors’ 
Association. (8) J. M. Moore, Atlanta; O. A. Fredrickson, 
Pittsburgh; L. A. Roach, Richmond; and Bill Henry, 
Charlotte; all of National Electric Products Corp. (9) G. 
B. Weaver, Casey Electric Co., Salisbury; and Herman J. 
Bryant, Bryant Electric Co., Highpoint. 











Primary Feeder Voltage Control 


Comparatve analysis of the relative effectiveness of 


DETAILED, comparative 

analysis of primary. feeder 
voltage control, giving considera- 
tion to the use of regulators, ca- 
pacitors, and capacitor switching 
equipment, in various combina- 
tions, leads to the following in- 
teresting conclusions: 

1. The maximum reduction in 
voltage drop which it is practic- 
able to obtain on a feeder with 
shunt capacitors is about 10 per 
cent. 

2. In the great majority of cases 
the best and most economical 
method of maintaining voltage to 
all customers at all times within 
prescribed limits is some combina- 
tion of capacitors and regulators. 

3. There are a few cases, where 
regulators are not required, that a 
combination of capacitors and 


switches satisfactorily meets volt- 
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regulators and capacitors for feeder voltage control. 


By F. M. Starr 


Central Station Engineering 
Dept., General Electric Co. 
Schenectady, N. Y. 


age requirements. But in any cases 
where a regulator is required for 
one reason or another, the addition 
of the capacitor switching does not 
eliminate the need of the regula- 
tor, nor does it contribute anything 
to voltage control not already tak- 
en care of by the capacitor-regula- 
tor combinations. 

4. In some cases switching ca- 
pacitors permits a greater reduc- 
tion in feeder copper losses than 
could otherwise be obtained. 

5. Switching capacitors to re- 
duce feeder copper losses is likely 
to increase losses in parts of the 
system other than the feeder. 

6. In those cases where a Ca- 
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pacitor switch can be shown to 
of real advantage, the cost of th: 
switch probably will not influen:e 
greatly the economics of the case 
In this and two succeeding ait- 
icles, there is presented an analy- 
sis of various methods of primary 
feeder voltage control for twelve 
typical cases, including conductor 
sizes of No. 6, No. 2, and No. 2/0, 
and assumed voltage drops at peak 
load of 10, 15, 20 and 30 per cent, 
respectively. In this article, there 
is presented a discussion of the 
general problem of feeder voltage 
control. The second article will 
include a comparative analysis of 
the twelve cases mentioned above. 
The third and concluding article 
of the series will discuss the 
leasing of thermal capacity and 
the reduction of energy losses by 
correcting the reactive kva on pri- 
mary feeders with capacitors. 


The General Problem 


There are two main types of dis- 
tribution feeders: one type consist- 
ing of an express section feeding 
a load center of several relatively 
short laterals; the other type con- 
sisting of a long feeder loaded con- 
tinuously from the substation to 
the end of the feeder. Since this 
discussion relates principally to 
the application of capacitors to 
voltage control, only the latter type 
of feeder will be considered, this 
being the type to which capacitors 
are particularly well adapted. 
The voltage drop curve at peak 
load on such a feeder having a 
fairly uniformly distributed load 


Figures 1 to 9, inclusive, show 
voltage drop at peak load on a 
primary feeder ten miles in 
length having a fairly uniform- 
ly distributed load. Fig. 1 shows 
drop under these conditions 
when no voltage corrective 
equipment is used. Figs. 2 to 9 
show conditions existing with 
various combinations of regula- 
tors, capacitors and switching 
equipment, as described in the 
accompanying article. 























would be similar to the curve in 
Fig. 1. Feeders of this type freq- 
uently are quite long and have 
voltage drops as great as 20 per 
cent or even more. Station reg- 
ulators on such a feeder can only 
partially solve the voltage problem 
because of the limited amount of 
boost permissible when the first 
customer is located right at the 
substation. Usually 5% overvolt- 
age (and sometimes less) is the 
maximum overvoltage allowed -to 
any customer. With a voltage 
boost of 5% at the substation the 
last customer still has a 15 per 
cent drop as shown in Fig, 2. If a 
10 per cent regulator is placed 
out on the feeder (at a point where 
the drop at peak load is 5 per 
cent), the drop at the last custom- 
er can be limited to 10 per cent as 
shown in Fig. 3. 

A combination of a 5 per cent 
regulator at the station and a 10 
per cent regulator on the line can 
be so operated as to satisfactorily 
limit all voltages to plus or minus 
5 per cent to all customers. This 
is illustrated in Fig. 4. 

An alternative method of ac- 
complishing the result of the two 
regulator installations in Fig. 4 
is the use of capacitors in combi- 
nation with station regulators. Ca- 
pacitors are frequently used in 
this way and are particularly at- 
tractive because, in addition to 
their aid in voltage control, they 
greatly reduce load amperes and 
system copper losses clear back 
to the generator. 

Capacitors draw a leading cur- 
rent and produce a voltage rise in 
1 circuit which is directly propor- 
tional to the amount of capacitors 
ipplied within certain limits. Ca- 
vacitors are effective in reducing 
oltage drops up to about 10 per 
ent. Beyond this the voltage im- 
provement obtained by adding ad- 
litional units drops off rapidly. 

If a feeder had nothing but ca- 
acitors on it uniformly distrib- 
ited, the voltage rise curve would 
ppear about as shown in Fig. 5. 
f this capacitor load were super- 
osed on the actual load of Fig. 1, 
he voltage curve of Fig. 6 would 
esult. Thus, it is seen here that 

ipacitors alone with no regula- 
rr would reduce the voltage drop 
t peak load to 10 per cent. Even 

this were allowable, the capaci- 
1 alone would not be a satisfac- 

ry solution because the light- 
ad voltage would approach the 
ndition of Fig. 5, which is much 

o high a voltage for the custom- 
"s near the end of the feeder. 
he combination of a 5 per cent 


regulator at the substation to- 
gether with sufficient capacitors 
to reduce the normal voltage drop 
10 per cent would give satisfactory 
voltage conditions on the feeder— 
i.e., limit all voltages to plus or 
minus 5 per cent as shown in Fig. 
7. .It must be borne in mind, 
however, that capacitors applied 
in this quantity are adequate to 
give near unity power factor at 
peak load and a leading power 
factor at other times. While there 
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is no operating disadvantage in ap- 
plying capacitors in this quantity 
for any particular feeder, the re- 
duction in feeder copper losses 
will be smaller than it is possible 
to obtain with fewer capacitors. 
An alternative method of avoid- 
ing overvoltages at light load and 
still have the maximum of capaci- 
tors applied at peak load is to 
provide automatic switching on a 
sufficient number of the capaci- 
(Continued on page 40) 





























Connecting Diagrams for 
Lap Wound A-e Motors 


By A. C. Roe 


Railway Motor Engineer 
Westinghouse Electric & Mfg. Co. 


HIS article includes the twelve- 

pole, three-phase, nine-lead, 
three or six parallel star and delta 
connecting diagrams and a con- 
tinuation of the discussion on mo- 
tors operating at reduced voltage, 
as a guide for reconnecting for 
various voltage conditions. 

Figure 63 shows a twelve-pole, 
three-phase, three or six parallel 
star, nine-lead connecting dia- 
gram. In this case the star ring 
has nine connections attached to 
it, while each of the nine leads has 
three connections. 

To change Figure 63 to a delta 
connection, first cut open all star 
jumpers, remove the star ring, 
then connect the tops of pole phase 
groups 8-20-32 to the A-line lead, 
tops of group 10-22-34 to the C- 
line lead, and tops of groups 12- 
24-36 to the B-line lead. 

Figure 64 shows the twelve-pole, 
three-phase, nine-lead, three or 
six parallel delta connecting dia- 
gram, where the A, B, and C line 
leads each have six jumpers at- 
tached to it, while each of the six 
remaining line leads have three 
jumper connections. 

To change Figure 64 to a star 
connection, disconnect the jump- 
ers from the tops of groups 8-20- 
32, 10-22-34, and 12-24-36. Then 
connect these all to one ring. 


Motors on Under Voltage 


For the continuation of the dis- 
cussion on the effect of under volt- 
age on the operating characteris- 
tics of lap-wound induction mo- 
tors, we refer back to Table No. I 
in the May 1941 issue. (A part of 
this table is reproduced here.) 
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Maximum running torque on un- 
der voltage is reduced in the 
same percentage as the starting 
torque, thus under voltage results 
in considerable loss of turning ef- 
fort both at start and running 
speed. 

Temperature rise on under volt- 
age will increase 6° to 7°C. at about 
9 per cent under voltage, and in 
general, the total losses will in- 


——————————— 





crease due to increased copper loss- 
es, so that under voltage will gen- 
erally result in a higher tempera- 
ture rise. This‘is understandable 
when we refer to Table No. I and 
note the increase in total losses. 
The reduced iron losses are offset 
by the greatly increased stator and 
rotor copper losses. 

Total losses on undervoltage, ac- 
cording to Table No. I, are increas- 
ed about 14 per cent at a 9 per cent 
under voltage rating. 

Thus, unless the contemplated 
reconnection provides additional 
copper area, an under voltage 
winding will run hotter than the 
original connection, 

Magnetizing losses on under volt- 
age will decrease, which accounts 
for the increase in power factor, 
but the increased copper losses 
more than offset this slight gain. 

Starting current is reduced on 
under voltage, but this is accom- 
panied by a reduction in starting 
torque, so both items must be 
kept in mind. 

Full load current on under volt- 
age is increased just as the formula 
in a preceeding article indicated 
how the full load current was de- 
pendent upon the line voltage, etc. 
Thus, for the same horsepower 








Table I—Under Voltage Effect on Motor Performance 





MOTOR 


PER CENT UNDER VOLTAGE 








CHARACTERISTIC* 54%% 9% 27% 
Power Factor, full load + % + % + 2% 
Efficiency, full load —1 — 2 — 7 
Slip, full load +12 +21 +90 
Rpm, full load — % —1% — 3 
Starting Torque —11 —19 —50 
Maximum Torque —11 —19 —50 
Total Losses + 4% +14 +73 
Stator Copper Losses +11 +22 +117 
Rotor Copper Losses +12 +22 +97 
Iron or Core Losses —11 —15 —45 
Magnetizing Losses — 8 —17 —50 
Starting Current — 5% —9 —20 
Full Load Current 7 ek ae E +24 
Temp. Rise, full load + 83°C. +. 6°C. +18°C. 














*Figures in columns indicate per cent increase or decrease in motor operating 
characteristic at left of table. Table applies to lap-wound a-c motors. 





ELECTRICAL SOUTH for AUGUST, 194! 








rating, the motor operating on un- 
der voltage must require more cur- 
rent. 

Magnetic noise is another item 
that is affected, particularly at no 
load, by under or over voltage. The 
noise will increase on motors that 
are operated on over voltage. The 
increased noise becomes quite 
noticeable at 20 per cent or higher 
over voltage conditions. Thus a 
corrective parallel connection, or 
use of equalizer jumpers, may be 
required. 

At under voltage, the magnetic 
noises will decrease but unless the 
original winding was quite noisy, 
the reduction in noise on under 
voltage may not be noticeable. 

From the foregoing data it is 
apparent that any re-connection 
that results in an off-voltage con- 
dition should be checked to de- 
termine whether the motor will 
operate satisfactorily on the new 
connection. It should also be re- 
membered that motors of different 
makes and sizes, etc., may react 
differently to off voltage condi- 
tions —the figures given in the 
table are only approximations. 
Thus a test should be made in a 
case where there is any doubt, or 
where the operating conditions are 
critical. 

The next article will present the 
twelve-pole, three-phase, standard 
three-lead, four-parallel star and 
delta connecting diagrams, and 
will consider changes in speed or 
frequency. 


* 
Table 2 


Dual Voltage Connection 
For 3-Phase Star 


For High Voltage: Connect A, B, 
and C to lines; connect L4 to Lz; 
connect Ls to Ls; and connect Le 
o Lo. 

For Low Voltage: Connect A and 
Lz to A-phase line; connect C and 
13 to C-phase line; connect B and 
Lo to B-phase line; and connect 
4, Ls, and Le together. 


Dual Voltage Connection 
For 3-Phase Delta 


for High Voltage: Connect A, B, 
nd C to lines; connect La to ly; 
connect Ls to Ls; and connect Le 
0 Lo. 

For Low Voltage: Connect A, Li, 
nd Le to A-phase line; connect 
C, Ls, and La to C-phase line; and 
connect B, Ls, and Ls to B-phase 
ine, 
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Fig. 63. Three or six parallel star connection for 12-pole, three-phase, 
lap-wound induction motor with three or nine leads. 














Fig. 64. Three or six parallel delta connection for 12-pole, three-phase, 
lap-wound induction motor with three or nine leads. 
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NEWS of the INDUSTRY 





New Materials Released 
For Fall MKB Campaign 


ONALD DUCK has been in all 

kinds of spots but it remain- 
ed for the Modern Kitchen Bureau 
to put him and his three nephews 
in a football game with the goal 
of record sales in electric water 
heaters. The Fall water heating 
drive will be ushered in by hun- 
dreds of dealers and utilities, who 
will capitalize on the sport of he- 
man athletes and_ grandstand 
quarterbacks to draw attention to 
the extra services of heating water 
electrically. 

The Bureau’s Fall water heating 
promotion, made possible by par- 
ticipating manufacturers, is a 
merchandising drive in a new 
dress. Explained in detail in an 
attractive 12 page plan book that 
has been mailed to a utility list 
of 5,000 together with samples of 
materials, the campaign cashes in 
on the news value of the football 
season and sets up merchandising 
drives for utilities and dealers. 
The football atmosphere is car- 
ried out throughout the plan book 
and the campaign materials. Don- 
ald Duck scampers all over the 
sales gridiron and points the way 
to touchdowns in record sales. 
Climaxing with a utility-dealer 
“football contest” that awards 
prizes to winning salesmen, the 





These promotional. pieces supplement the campaign. 








motional pieces and local news- 
paper advertisements. 

New in the Donald Duck family 
of water heater promotions is a 
four foot display cut-out showing 
Donald and his nephews racing 
for a touchdown carrying with 
them the “convenience”, ‘“com- 
fort”, “cleanliness” and “safety” 
of electric water heating as the 
football formations. “When low 
cost luxury is your GOAL, go Elec- 
tric!’”? says Donald in the display, 
with a tag line of “Modern Elec- 
tric Water Heaters”, 

Four full color counter cards, 
each different in design and color 
and each carrying a different mes- 
sage, supplement the large cut out 
and make excellent material for 
use in competing for the window 
and floor display cash prizes which 
are again an offering of the Bu- 
reau. Newspaper ads, illustrated 
by attractive halftone photographs 
of the services of electric water 
heating, are supplied dealers in 
mat form. Direct mail pieces in 
color, including large self-mailers 
and smaller bill stuffers, are also 
included. 

A full pictorial explanation of 
the two display contests is includ- 
ed in kits mailed out as is a spe- 
cial folder on radio spot adver- 
tising telling about the Bureau’s 
new transcription of one minute 


m FALL (41 ELectere waree ae 


were conn eetari 
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They include 


special newspaper ads; direct mail folders, full color counter cards; 
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cut-out displays, radio transcription and contest broadsides. 


campaign is replete with new pro- 
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Kitchen 


Bureau’s 

Fall Water Heater Plan Book ex- 

plains the campaign in detail and 
pictures all materials. 


The Modern 


dramatized announcements. Radio 
transcriptions were used in the 
spring campaign. Sixteen an- 
nouncements in verse and song, 
actively selling the services of 
electric water heating are made 
available at only $2.50 per tran- 
scription. 

Free sample kits and plan books 
are available and the Bureau re- 
quests that any utility that has 


not received one, write to the Mod- 
ern Kitchen Bureau, 420 Lexing- 
ton Avenue, New York, and a copy 
will be forwarded. 






Low-Income Families Best 
Prospects for Washer Sales 


The average midsummer, 1941, 
buyer of a household washer is 
from a family with an average 
annual income of $1,560.27, ac- 
cording to an industry survey just 
completed by J. R. Bohnen, Chi- 
cago, executive secretary-treasur- 
er of the American Washer and 
Ironer Manufacturers’ Associa- 
tion. Some customers are from 
families with yearly incomes as 
low as $583.32. 

The report is the result of in- 
quiries directed by twelve manu- 
facturers, members of the associa- 
tion, who sent requests to dealer: 
throughout the country, for re- 
ports on the annual incomes 0? 
their latest washer buyers. In- 
formation was received from twen- 
ty-five states, on 1,712 curren 
customers. 











“Highest purchasing power was 
indicated in a group of ninety 
customers reported by one dealer, 
their incomes averaging $3,692,” 
said Secretary Bohnen. “Next 
highest stood 113 customers of an- 
other dealer, with an average in- 
come of $2,132.20. Lowest were 
twenty-one, with average yearly 
incomes of $708.48, and nine, aver- 
aging $583.32. 

“The survey goes far toward 
demonstrating that buying of 
household washers in general is 
concentrated in the lower income 
levels, as had been shown a few 
weeks earlier in a market analysis 
reported by one manufacturer. His 
survey of 2,000 recent buyers 
showed that more than 60 per cent 
of them had incomes of less than 
$1,500. 

“All this is direct evidence that 
washers are bought preponderant- 
ly in the income brackets where 
they serve a distinct economic 
need and thus are an essential 
utility. It is an immense market, 
for since 1929 the number of fam- 
ilies with annual incomes of $1,- 
500 or less has grown from 15,- 
000,000 to 20,000,000, and there are 
60,000,000 persons living in fam- 
ilies that have incomes of less 
than $100 a month, according to 
Donald E. Montgomery, consum- 
ers counsel, Agricultural Adjust- 
ment Administration.” 


Intensive Campaign on 
Attic and Kitchen Fans 


Dealers and contractors handl- 
ing ventilation and window vent 
fans will be given a “free ride” by 
New Orleans Public Service, Inc., 
in a two months campaign to pro- 
mote the sale of these which start- 
ed May 26. 

The utility sells none of these 
articles and its promotional ef- 
forts will be entirely to aid the 
sales of dealers. It will publish 
a series of eight attractive display 
advertisements, first of which ap- 
peared in local newspapers May 
27, and will help obtain prospects 
for the cooling apparatus in many 
other ways, according to utility 
officials. 

Dealers of the city sold 1,990 
cooling fans (attic and room ven- 
tilating types) in 1940, which was 
a gain of 26 per cent over 1939 
and a goal of 2,500 is set as the 
possible business for dealers and 
contractors in 1941. 

“Follow Through in 1941” is the 
slogan of the Public Service cam- 
paign. It will stress the excellence 


of home cooling with these fans, 
the low initial and operating costs, 
the simple and flexible operation 
—the house or a room cooled by 
the turn of a switch, and cool com- 
fort for the home both day and 
night. 

In line with its policy of coope- 
rating with dealers, the utility will 
obtain leads through calls by 48 
residential salesmen, direct mail 
appeals will be made to thousands 
of prospects who are known to be 
live prospects, and eight advertise- 
ments, each dominating the news- 
paper page on which it appears, 
will be published during the cam- 
paign. 

The ads are attractively illus- 
trated with pictures to emphasize 


the comfort, economy, health and 
other factors that are realized with 
attic ventilation or window vent 
fans. These are expected to pave 
the way for active business during 
the warm months ahead. 


Furniture Mart Experiences 
Record Dealer Attendance 


More acutely affected by de- . 
fense activities than any other 
phase of the home furnishings in- 
dustry is its newest member, the 
major home appliance division. 
Manufacturers concentrating on 
the appliance floor of the Ameri- 
can Furniture Mart, Chicago, par- 
ticipated in the summer national 





What’s Being Said and Done in Washington 
By Wilfrid Redmond 


Electric appliances would be 
placed on the excise tax list in 
a proposal recently made by the 
Ways and Means Committee. The 
tax would be 10 per cent on the 
manufacturers’ sales price and 
would yield revenue estimated by 
the Treasury Department at $12,- 
600,000. 

At the same time the committee 
announced a plan to raise the tax 
on mechanical refrigerators to 10 
per cent and include under this 
classification commercial refrige- 
rators and air conditioning equip- 
ment. The tax yield is estimated 
at $21,000,000, divided as follows: 
household refrigerators, $9.6 mil- 
lions; commercial refrigerators, 
$9.4 millions; and air condition- 
ing equipment, $2 millions. 

The excise tax rate on radi, 
sets and parts would be increased 
from 51% to 10 per cent, with an 
estimated increase in the return 
of $9,400,000. 

The total yield for refrigerators, 
electric appliances and_ radios 
would be $43,000,000. This esti- 
mate by the Treasury Department 
presupposes sales of $430,000,000 
in 1942. 

However, this estimate does not 
agree with recent predictions of 
the new unit of Consumer’s Dur- 
able Goods in Leon Henderson’s 
OPACS. According to Civilian 
Supplies Allocator Henderson, 
very little hope can be held out to 
makers of mechanical refrigera- 
tors or electric appliances for any 


great amounts of raw materials. 
The defense program is demand- 
ing more and more of available 
supplies. Conferences are now in 
progress with manufacturers of 
commercial refrigerators, ranges, 
and other household appliances. 
These meetings with OPACS are 
merely exploratory. The defense 
agency is endeavoring to find out 
what amounts of materials each 
branch of the electrical goods in- 
dustry requires and what is the 
relative importance of the con- 
sumer goods manufactured to the 
needs of the defense program. 


Repair Parts Allocated 


Equipment necessary for the 
maintenance and repair of refrig- 
erators, ranges, water heaters, oil 
burners, and automatic stokers, 
was recently placed on the pre- 
ferred list by the Civilian Supply 
Allocation Division of OPACS. 
This means that materials for the 
manufacture of replacement and 
repair parts for these household 
appliances will be allocated before 
other consumer goods. The list 
includes also automobiles, trucks, 
tractors, plumbing fixtures, and 
furnaces. Service parts will be 
available to the dealer where new 
appliances may be short. 

While the Henderson conferenc- 
es with the industry are in pro- 
gress, two other sections of the 
Office of Production Management 

(Continued on page 40) 
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home furnishings show, July 7 to 
19, with greatly shortened lines 
and many substitutions for ma- 
terials impossible to obtain. 

Expecting a large attendance, 
the Mart’s appliance division 
prepared to accommodate the 
crowds of dealers expected to be 
on hand to check new models of 
ranges, heaters, radios, and con- 
ditioning equipment, and to dem- 
onstrate what new materials have 
been ingeniously used to replace 
aluminum and other materials no 
longer available in desired quanti- 
ties to non-defense industries. 

Anticipating an extensive use of 
plastic, copper and glass to replace 
materials now under priorities, the 
substitutions are expected to be of 
prime interest to dealers who will 
be on hand to check all models 
carefully. 

Price structures and delivery 
schedules will also be thoroughly 
examined as dealears contact fac- 
tory representatives to get a clear 
understanding of the outlook 
ahead in major home appliances 
and place orders acceptable to 
these manufacturers at this time. 





Knoxville Dealers 
Capitalize on “Blackout” 


HE “silver cloud” for south- 
ern electrical appliance deal- 
ers in non-defense power black- 
outs is promotion of new equip- 
ment which uses less electricity. 

That is illustrated in Knoxville 
where the outlook for appliance 
dealers seemed rather gloomy after 
campaigns to promote use of more 
electricity suddenly swung around 
into reverse. The city had de- 
cided to reduce electricity use by 
25 per cent, with voluntary co- 
operation, making that much more 
power available for producing 
aluminum at nearby Alcoa, Tenn. 

Merchants had voluntarily 
switched off their signs, window 
displays, many of their interior 
lights, changed light bulbs, and 
curtailed air-conditioning. 

Then someone with a bright idea 
at a meeting of appliance dealers 
made the suggestion that the deal- 
ers should still promote their elec- 
tric ranges and_ refrigerators, 
showing how new equipment uses 
less electricity. 

“IT don’t remember just who it 
was, but I was sympathetic to the 
idea,” said T. W. Justice, president 
of the Electric Appliance Bureau 
and manager of the electrical ap- 
pliance department of Sterchi’s. 
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Two page advertisements, in which many dealers participated, were used 
in Knoxville to urge the purchase of new efficient electrical refrigrators 
to replace old models and thus release power for use by national defense 


industries. 


“We all know that electric re- 
frigerators and ranges which have 
been in use five years or more use 
more electricity than the new 
ones.” 

And so dealers came out in co- 
operative ads which tied-in with 
the patriotic movement to make 
more power available for produc- 
tion of aluminum for warplanes. 

One double-page newspaper ad 
carried this appeal across the top 
of the 16 columns: 

“Electricity is Vital for Nation- 
al Defense! Don’t Waste It! Save 
Electricity and Build Airplanes! 

“To Owners of Electric Re- 
frigerators and Ranges That Have 
Been in Use Five Years or More. 
New Equipment Uses Less Elec- 
tricity. Do Your Part by Purchas- 
ing New Electric Ranges and Re- 
frigerators Now!” 

Then followed advertisements of 
various prominent appliance deal- 
ers. All the ads would not go on 
the double-page, so additional 
space was used in following pages. 

W. I. Nichols, assistant editor of 
This Week Magazine, and tempor- 
ary consultant with the Tennes- 
see Valley Authority, Knoxville, 
to assist in organizing the emerg- 
ency power conservation program, 
was asked about the program’s 
affect on dealers. 

“Electrical dealers, after a pre- 
liminary period of hesitation and 
confusion, are now adjusting 
themselves to the program,” he 
said. “It has been made clear to 
them that the power shortage does 
not require them to suspend ac- 





Other dealer ads appeared on fellowing pages. 


tivities, but rather to control and 
direct them in such a way as to 
advance the cause of power con- 
servation. They have been told 
that there are still many oppor- 
tunities for the dealer to combine 
sales and public service, notably 
in the sale of ranges and refrig- 
erators to replace older and more 
wasteful models; the promotion of 
fluorescent lighting to replace in- 
candescent installations; sale of 
low wattage light bulbs; and, with- 
in limits, the sale of small motor- 
driven appliances such as washing 
machines and vacuum cleaners, 
whose energy consumption is rel- 
atively small. There is also a 
chance for dealers’ repair and 
service men to do certain ‘power 
conservation jobs,’ such as the 
reconditioning of old refrigera- 
tors, checking and resetting water 
heater thermostats, and fixing of 
leaky faucets to conserve electric- 
ally-heated water.” 





Electrical Supply Sales 
Reach All-Time Highs 


Sales of electrical supplies 
reached record-breaking propor- 
tions during the first half of the 
current year as defense activity, 
residential construction, and in- 
creased purchasing power stimu- 
lated the demand for both heavy 
electrical equipment and _ house- 
hold appliances. The deluge of 
orders threatened to outstrip the 
industry’s productive capacity and 
manufacturers, already harassed 
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by shortages of raw material, 
found themselves operating 
against rapidly increasing back- 
logs. 

Orders booked for all types of 
electrical goods during the first 
quarter of 1941 more than doubled 
the figure for the same period 
last year (U. S. Bureau of the 
Census). Plant expansion and 
the high level of industrial effort 
were responsible for outstanding 
gains in heavy equipment lines. 
Orders received by manufacturers 
in May for motors, generators, 
transmission equipment, and other 
industrial materials were two and 
three times as large as a year ago. 

Sales of consumers’ electrical 
goods have been running substan- 
tially ahead of last year partly 
due to brisk buying activity in 
anticipation of shortages and 
higher prices. Both consumer and 
dealer demand for electrical 
household appliances has_ been 
maintained at high levels and new 
volume records have been chalked 
up for refrigerators, washers, 
ironers, and other equipment. 

Work on 1941 models was start- 
ed earlier than usual this year as 
manufacturers foresaw the length- 
ening of delivery dates on raw ma- 
terials. Nevertheless, shortages of 


aluminum, zinc, and other metals 
have caused serious problems and 
production schedules have been 
delayed by difficulties in securing 
supplies. 

Last year was a profitable one 
for electrical equipment compan- 
ies with 1940 earnings showing 
gains of 45 per cent over 1939 
(National City Bank). During the 
first quarter of 1941 profits were 
16 per cent above a year ago, al- 
though rising costs and taxes pre- 
vented earnings from fully reflect- 
ing the increase in sales volume. 
These were some of the recent de- 
velopments in the electrical supply 
trade revealed in a survey by Dun 
& Bradstreet, Inc. 


EHFA Revises Terms 
For Installment Sales 


Effective July 7, 1941, Electric 
Home and Farm Authority raised 
its down payment requirements 
and lowered the maximum ma- 
turities for financing the sale of 
electric and gas appliances. All 
eontracts dated on and subsequent 
to July 7 should conform to the 
terms set forth on the accompany- 
ing schedule. 

As will be noted, down payment 


requirements are increased from 
5 and 10 per cent to 10 and 15 per 
cent of the retail price of appli- 
ances, and maximum maturities 
are lowered to 36 months for com- 
bination sales and to periods rang- 
ing from 12 to 30 months for in- 
dividual transactions. With the 
exception of the changes repre- 
sented in the revised schedule of 
minimum down payments and 
maximum maturities, no changes 
are being made in the services the 
Authority offers. The same fi- 
nance charge applies. 


New Appliance Dealers 


Formal announcement of the 
formation and opening of a new 
electrical firm in Little Rock, Ark., 
under the name of Harvill-Byrd 
Electrical Company was announc- 
ed recently. The owners of the 
new firm have had a total of 40 
years’ experience in the electrical 
wiring, fixture and appliance busi- 
ness. 

The firm is composed of Lee 
Harvill, who has been in the elec- 
trical business for over 16 years 
and has specialized in electrical 
engineering, and Billy Byrd, who 
is well known in the electrical ap- 
pliance and lighting trade with 

















New EHFA Appliance Sales Terms 


APPLIANCES MENT 


MINIMUM 
Doww Pay- 


Maximum Num- 
BER OF MONTHS 





New 


Used | New 


Used 


Old EHFA Appliance Sales Terms 


APPLIANCES 


Minimum 


Down Pay- | Maxum Num- 
MENT 


BER OF MONTHS 





New | Used | New Used 








. Refrigerator, range, water 
heater, self-contained room 
cooler,* conversion oil 
burner, coal stoker, water 
pump, milk cooler, cream 


separator, frozen food cabi- 


. Washing machine (less than 
$125), clothes dryer, vac- 


uum cleaner, dishwasher, 
waste-disposal unit, ironer_. 
. Motor. 
5. Feed grinder 
}. Milking machine 
7. Attic ventilating fan 
. Radio. 
. Space heater 


10% 
10% 
15% 
15% 
15% 
15% 
15% 

















cooler, * 


. Refrigerator, 

heater, self-contained room 
conversion oil 
burner, coal stoker, water 
pump, milk cooler, cream 
separator, frozen food cabi- 


range, 


water 


24 
24 
24 
24 
18 
12 
18 








12 
18 
12 
18 
None 
None 
None 





*Only self-contained room coolers with capacities of one 


aorsepower or less are eligible for financing. 


. Motor. 
. Feed grinder. 
. Milking machine 

. Attic ventilating fan 
. Radio. 

. Space heater 


net, ironer 





. Washing machine ($125 or 


more) 





. Washing machine (less than 


$125), clothes dryer, vac- 
uum cleaner, dishwasher, 
waste-disposal unit. 











5% 
5% 
10% 
10% 
10% 











10% 











10% 








24 
36 
24 
30 
18 
12 
18 





12 
24 
12 
18 
None 
None 
None 








*Only self-contained room coolers with capacities of one 


horsepower or less are eligible for financing. 
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which he has been connected for 
more than 24 years. 

In addition to specializing in 
wiring, the firm will also retail 
residential and commercial light- 
ing fixtures and a complete line 
of electrical appliances. 

A new business establishment 
for Mobile, the Goodhousekeeping 
Appliance Co., Inc., has opened a 
modern display room in the Roxy 
Building. The new appliance com- 
pany, which is under the manage- 
ment of Harold Jernigan, will car- 
ry a complete line of electric and 
gas household appliances. 





Southern Lighting Engineers 
Participate in Curtis Awards 


At the Edison Electric Institute 
Convention held during June 2-5, 
at the Statler Hotel, Buffalo, the 
Institute awarded J. E. Pittenger, 
industrial salesman, and Fred J. 
Vorlander, industrial serviceman, 
of the Philadelphia Electric Com- 
pany, the first prize, $200, in the 
Augustus D. Curtis Award con- 
test. In the judgment of the Insti- 
tute, among all installations sub- 
mitted to the competition, these 
two power company men were re- 
sponsible for the most outstanding 
lighting improvement accomplish- 
ed during the twelve-month period 
closing March 1, 1941. Their en- 
try described the relighting of the 
school building system, Morris- 
town, Pennsylvania. 

The second prize of $100 was 
awarded to E. G. Mortenson, com- 
mercial salesman of the Nebraska 
Power Company, for an exhibit 























showing the relighting of a civic 
auditorium. Third prize of $50 
was shared by J. M. Guillory and 
W. L. Argus, of the New Orleans 
Public Service, Inc., for their ex- 
hibit describing the lighting of the 
new memorial library, Tulane Uni- 
versity. The fourth prize of $25 
went to Gerald H. Preacher, illum- 
inating engineer, of the South 
Carolina Electric & Gas Company, 
for his exhibit showing the relight- 
ing of an office building. 

For a unique exhibit the Appa- 
lachian Electric Power Company, 
Huntington, West Virginia, was 
given a special award by Darwin 
Curtis. This exhibit, prepared by 
R. F. Wagenhals and R. S, Mus- 
grave, consisted of a 900 pound 
miniature of a modern fluorescent 
lighted store. It is an exact re- 
plica of the Princess Shop, Hunt- 
ington, West Virginia, before and 
after the fluorescent illumination 
had been installed. 

An electrically operated control 
makes the model perform. First, 
the typical store front is seen. Sec- 
ond, the front opens up to reveal a 
women’s apparel shop sales floor 
illuminated by a familiar recessed 
incandescent lighting system 
which produces six foot-candles of 
light. Third, the new fluorescent 
lighting system is turned on, while 
the old type lighting is turned off, 
with a resulting intensity of 55 
foot-candles. 

The Princess Shop fluorescent 
lighting installation demonstrates 
to power company men that the 
revenue per kilowatt connected 
can be increased two and a half 
times, as in this instance, without 





This elaborate miniature lighting demonstration model won a special 
award for its creators, R. F. Wagenhals and R. S. Musgrave, both of 
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Appalachian Electric Power Co., in the annual Curtis Award. 
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interfering with the defense con- 
sumption of electricity. With the 
“before” incandescent lighting 
only six foot-candles of illumina- 
tion were obtained with 8 kw con- 
nected. With the new fluorescent 
installation, 55 foot-candles of 
light are obtained with 3 kw con- 
nected. 

This year’s Augustus D. Curtis 
Award was the ninth contest held 
by the E. E. I. It attracted great 
interest among utility men and 
received many more competing ex- 
hibits than in former years be- 
cause the program of the 1940-41 
competition had been broadened to 
include the application of the new 
light-source — the fluorescent 
lamp. 

The primary purpose of the 
Curtis Award is to help create a 
high standard of usage. It was 
felt that there was a need for 
establishing an adequate and ac- 
ceptable criterion to include this 
new form of interior illumination 
in both new and old structures. 
With this in mind the new basis 
for the award was higher levels 
of illumination applied in accord- 
ance with Better Light-Better 
Sight principles. 





Federal Power Commission 
Orders New Interconnections 


The Federal Power Commission 
followed its broad declaration of 
a power emergency in the South- 
east in July by ordering, on its own 
motion, a series of interconnec- 
tions among power companies, mu- 
nicipal plants and REA coopera- 
tives. The purpose of the inter- 
connections is to bolster power 
supply for essential Southeastern 
defense industries, including new 
aluminum plants in North Caro- 
lina, Alabama and Arkansas joint- 
ly recommended by the Commis- 
sion and the Office of Production 
Management, through strenythen- 
ing the 17-State power pool initi- 
ated by the Commission a month 
ago. 

In its first exercise of authority 
under emergency provisions of the 
Federal Power Act, the Commis- 
sion ordered that interconnections 
be initiated immediately and car- 
ried forward without delay be- 
tween or among the following: 

1. Florida Power & Light Com- 
pany at Sanford, Florida, and 
Florida Public Service Company 
at Benson Springs, Florida. 

2. Duke Power Company near 














Albemarle, North Carolina, and 
Carolina Aluminum Company at 
Badin, North Carolina. 

3. The New Orleans Public 
Service, Inc., at New Orleans, 
Louisiana, and the Mississippi 
Power Company at Gulfport, Mis- 
sissippi, via facilities of the Lou- 
isiana Power & Light Company. 

4. Georgia Power & Light Com- 
pany near Waycross, Georgia, and 
the Georgia Power Company near 
Alma, Georgia. 

5. Florida Power Corporation at 
Jasper, Florida, and Florida Pow- 
r & Light Company near Lake 
ity, Florida. 

6. Florida Power Corporation, 
fter strengthening transmission 
‘acilities between Inglis and Jas- 
ver, Florida, and Georgia Power 
‘ompany at Jasper, Florida, and 
‘ifton, Georgia, via facilities of 
he Georgia Power & Light Com- 
any. 

7. Florida Power Corporation 
ear Quincy, Florida, and the 

labama Power Company near 
Pinekard, Alabama, via an inter- 
connection to be built by Alabama 
lectric Cooperative. 

Completion of the interconnec- 
tions, some of which can be ef- 
fected immediately while others 
will require as much as six months 

construct, will make available 

the Southeastern power supply 
additional capacity estimated at 
200,000 kilowatts. This amount 
xceeds the total installed capaci- 

of TVA’s huge Wilson Dam and, 
through the interconnections or- 
lered, will be brought into the 
1rea in a fraction of the time and 

considerably less cost than 
would be required for the con- 

‘uction of equivalent generating 
capacity. The interconnections 

ll bridge the gap in Southeast- 

1 power supply until the neces- 

‘y large additions to generating 

acity can be constructed for 

increasing power needs in the 

‘a resulting from the expanded 

ense program. 


\ abama Power to 


stall 60,000-Kw Unit 


.eting with unaccustomed 
ed because of the need for 
itional power to operate de- 
se industries, the Alabama 
lic service commission on June 
1941, granted permission for 
Alabama Power Company to 
truct an additional 60,000 kil- 
itt generating unit at its Gor- 
No. 2 steam plant. 


Stanley M. Wells 


These men will head up the various 
Southeastern Elec- 


sections of the 


Lewis Payne 





Jj. C. Stietenroth 


J. M. Stafford, Jr. 


tric Exchange during the forthcom- 


year. 
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ing 


Stanley M. Wells, vice 


president, Alabama Power Co:, has 
been named chairman of the Sales 


Section. 
are: Engineering and 


Chairmen of other sections 
Operations, 


Lewis Payne, president, Eastern Shore 
Public Service Co.; Accounting, J. C. 


Stietenroth, treasurer, 


Mississippi 


Power & Light Co.; and Employees 


Activities, J. 
ant advertising manager, 
Power Co. 


The company had made appli- 
cation to the commission on June 
17 for certificate of convenience 
and necessity to construct the new 
unit to be ready for operation May 
1, 1948. 

The company now has two large 
steam plants at Gorgas in Walker 
County in the heart of the coal 
fields, in one of which are three 
units with a total of 70,000 kw; 
the other, called Gorgas Plant No. 
2, contains one unit of 60,000 kw 
capacity. At the time of the con- 
struction of the No. 2 plant, in 
1930, some of the foundations 
were laid for additional units and 
intake and discharge tunnels were 
provided of capacity for three ad- 
ditional units. The new unit is 
to be installed in this plant, thus 
taking advantage of the prelim- 
inary work, at a substantial sav- 
ing in expense and time. 

In announcing plans for the new 
unit Mr. Martin said that “the 
Power Company had built and 
planned for the future. The ad- 
ditional generator which we will 
install at Gorgas will be the third 
large steam generator which we 
have bought within the past eigh- 
teen months, at a total installed 
cost of about $11,000,000. The 
first, a 40,000 kilowatt unit, for 
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M. Stafford, Jr., assist- 
Georgia 


installation in our new Chickasaw 
Steam Plant, near Mobile, went 
into operation several weeks ago, 
although the plant was not com- 
plete in every detail. A second 
generator of the same size to be 
installed in that plant was ordered 
in March of this year, and is ex- 
pected to be in operation by Jan- 
uary 1, 1943. 

“The additional steam units,” 
Mr. Martin said, “contracted for 
during this year will add a total 
of 140,000 kw in steam capacity to 
the Company’s system, bringing 
the total steam capacity to 294,- 
000 kw. 30th the recent units 
ordered for the Mobile plant and 
the unit now being ordered for 
the Gorgas plant were advanced 
ahead of the peace time schedule 
of the Company because of power 
requirements in connection with 
the national defense program.” 


Tampa Extends Capacity 
Of Steam Power Plant 


The Tampa Electric Company 
started work recently on a $1,- 
750,000 expansion of its power 
plant on the west bank of the 
river at Jackson Street to serve 
Tampa’s growing defense needs 
with assurance of priority by the 
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Office of Production Management. 

The expansion will add a pro- 
duction of 15,000 kilowatts and 
will be available in the fall of 
1942. It is expected to be con- 
sumed almost entirely by the ship- 
yards and two air bases. 

The company said it has been 
assured of priority, and efforts 
were being made to have the new 
building with a 200 foot smoke- 
stack completed by the time of de- 
livery of the machinery next sum- 
mer. 

Frank J. Gannon, vice-president 
and general manager of the com- 
pany, estimated about 90 per cent 
of the total cost would be for 
machinery now in process of man- 
ufacture, with only 10 per cent for 
construction. 

“The power commission was 
highly pleased with the expansion 
program,” Mr. Gannon said, “as a 
part of a needed general increase 
of power facilities in the South- 
east.” 

The company now operates five 
turbines ranging in capacity from 
4000 to 12,500 each, with a total 
production of 40,000 kilowatts. 
The new turbine will be the larg- 
est of the equipment and will 
raise the total capacity to 55,000 
kilowatts. The last installation 
was made in 1937. 





New Generation-Transmission 
System for Gulf Southwest 


The Rural Electrification Ad- 
ministration has approved a co- 
operative generation and trans- 
mission system for 10 REA dis- 
tribution cooperatives in Louisi- 
ana and Arkansas, and allotted 
$520,000 to permit construction to 
start. The system will cost event- 
ually in the neighborhood of $2,- 
864,000. 

The new system is known as the 
Ark-La Electric Cooperative, and 
its headquarters are now at Ho- 
mer, Louisiana. Its plans call for 
a 10,000-kw steam generating 
plant using natural gas, and 544 
miles of transmission lines. 

The Ark-La Electric Coopera- 
tive is made up of five REA-fi- 
nanced distribution cooperatives 
in Arkansas and five in Louisiana. 
Their operating or approved sys- 
tems total about 3300 miles of 
power lines, which will be in- 
creased to about 5000 miles in ac- 
cordance with present plans. With 
new generating and transmission 
facilities they will be able to 
serve a proposed new munitions 
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plant, which is planned for the 
area, 

At present the cooperatives pay 
for their wholesale power at aver- 
age prices ranging from 8 mills to 
1.71 cents per kilowatt-hour; en- 
gineers estimate the average cost 
under the new set-up will be 714 
mills, a saving to the member co- 
operatives of $177,300 a year. 

Today’s partial allotment of 
$520,000 will permit the new co- 
operative to draft plans and start 
construction. 


Transmission Cooperative 
To Start Construction 


The Rural Electrification Ad- 
ministration has announced that 
the President has allotted, through 
REA, $200,000 to permit construc- 
tion to start on a cooperative trans- 
mission system to carry power 
from the Pensacola Dam, across 
Grand River in Oklahoma, to REA 
distribution cooperatives in four 
States. The new lines are neces- 
sary to provide power to develop 
zine deposits, badly needed in nat- 
ional defense. An Army camp may 
also be a major consumer. 

This allotment is made to the 
KAMO Electric Cooperative, with 
headquarters at Vinita, Oklahoma. 
It is the second partial allotment 
for the cooperative transmission 
system. An REA allotment of 
$58,000 last month permitted en- 
gineering work to proceed, but 
exhausted available REA _ loan 
funds. 

The ultimate cost of the trans- 
mission system will be about $1,- 
500,000. It will make low cost 
power from the Pensacola Dam 
across the Grand River available 
to 15 member REA distribution 
cooperatives located in Kansas, 
Arkansas, Missouri, and Okla- 
homa. 





Manager Appointed for 
Murfreesboro System 


Cliff P. Little, superintendent 
of distribution for the Murfrees- 
boro Electric Department, Mur- 
freesboro, Tennessee, has been 
named manager of the department 
to succeed the late Clarence E. 
Watson. Mr. Little first came to 
Murfreesboro in 1931 as an em- 
ployee of the Tennessee Electric 
Power Company. In 1934, he was 
made local manager at Murfrees- 
boro which position he held until 
the company’s properties were 
transferred to public ownership in 
1939. 
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Murphree Made Division 
Engineer at Shreveport 


D. D. Murphree, distribution en- 
gineer in the Shreveport division 
of Southwestern Gas and Electric 
company, Shreveport, La., has 
been promoted to the position of 
division engineer for the Shreve- 
port and Caddo Division, succeed- 
ing S. M. Sharp, who has been 
made chief engineer for the com- 
pany, according to announcement 
by N. P. Heath, vice-president and 
Shreveport division manager. 

Mr. Murphree has been associ- 
ated with the Southwestern Gas 
and Electric Company since June 
1936, when he joined the company 
as Shreveport division distribu- 
tion engineer. Since 1921, when 
he graduated from Texas A. & M. 
College with a degree in electrical 
engineering, he has been associat- 
ed with the Galveston Electric 
Company, the Central Power and 
Light Company, and the San An- 
tonio Public Service Company. 





Kingsport Supply Salesman 
Wins Guth Grand Prize 


J. D. White, salesman for the 
Kingsport Electric Supply Com- 
pany, Kingsport, Tennessee, was 
recently awarded the grand prize 
in a fluorescent fixture selling 
contest sponsored by the Edwin F. 
Guth Company, of St. Louis. The 





J. D. White 


contest included a wide range 0° 
prizes for salesmen selling th 

greatest unit volume of Guth Tri 

Co-Lite fixtures. Mr. White’s priz 

was a new 1941 automobile. 

Mr. White has been associated 
with the Kingsport Electric Sup- 
ply Company since June, 1936. Bv- 
fore that he worked for Graybar 
and Gentral Electric Supply Com- 
pany. He is a graduate in ele:- 
trical engineering from Georg 4 
Tech. 














49-er Spirit Flavors 
NELA Lighting Parley 


Climax of the first day’s activities 
of the two-day annual conference of 
utility lighting directors, held recently 
at G. E. Institute, Nela Park, was a 
special dinner honoring ‘‘49-ers” old 
ind new. 





Sheriff Chollie Weitz of Nela Park 

and secretary of the 49-ers Club 

here shows signs he is gunnin’ for 

those two inverted G-men at large 

in commerce and industry, namely, 

“Goofey” Gloom and “Stabber’’ 
Glare. 
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More than two hundred and thirty 
utility lighting executives from all 
parts of the country and Nela Park 
engineers joined in the festivities 
which dramatically pointed the way 
to installations of 49 footcandles or 
better. For atmosphere, decorations 
and favors included such gold rush 
properties as sourdough beards, 
checkered shirts, shootin’ irons, and 
bags containing real Mother Lode pay 
dirt provided by El Dorado County 
Chamber of Commerce at Placerville, 
Calif. 

Discussions during the two-day par- 
ley revolved around ways and means 
for providing the best light for na- 
tional defense work and associated 
industry. Chief speaker at the 49-er 
banquet was S. M. Crocker, vice-pres- 
ident of General Electric, who gave 
an informal inspirational talk on the 
role of electrical-industry folks in the 
current war effort. 


Universal Year-Round 
Appliance Promotion 


Universal, in presenting their new 
small appliances, have announced a 
new plan of year round selling aim- 
ed at the appliance gift market. 

The small appliance selling plan 
includes an entirely new method of 
packaging, advertising and promotion 
featuring, according to Landers, F'ra- 
ry & Clark, planned promotions the 
year round, to enable small appliance 
dealers to get a larger portion of the 
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S. M. Crocker, (left) G-E v.p., being introduced by Nela Park’s N. H. 


Boynton, 


Seated next to Mr. Boynton is Darwin Curtis, bead of Curtis 


Lighting, Inc. The checkered shirts indicate that the wearer is a member 
of the modern Forty-Niners Club. 
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gift dollar through “Glamour Giv- 
ing”’. 

The new plan features new ace- 
tate display packaging to glamourize 
small appliances, a beautiful walnut 
finished gift chest in which three 
small appliances are packed, a spe- 
cial “glamour giving” campaign in 
national magazines, beautiful Pro- 
motion Presentations, Folders and 
Small Appliance gift catalog. The 
plan also includes a special method of 


display which enables each dealer 
to easily establish a year round glam- 
our giving gift center in his store 
and to adapt that display, with a 
minimum of effort, so as to tie-in 
with the current Universal promo- 
tions that will be featured through- 
out the year. The plan is presented 
to the dealer in package form and 
the “Glamorous Giving” package in- 
cludes all of the necessary material 
to set up the gift center and tie-in 
with the national promotion. 

In discussing this new approach to 
the small appliance market, W. J. 
Cashman, Universal sales promotion 
manager, says: 

“Careful analysis and _ research 
about the small appliance market in- 
dicates a wide opportunity for the 
appliance dealer to increase his small 
appliance volume the year round with 
a minimum of effort on his part. Sta- 
tistics indicate that a large portion 
of the small appliances now being 
sold are not used by the original pur- 
chaser but are being given as gifts 
to other people. These gift purchas- 
es are for weddings, anniversaries, 
birthdays, Christmas and many mis- 
cellaneous reason.” 


New Fixture Company 
Organized in Mississippi 


Fixtures of all types and designs 
for flourescent lamps will be manu- 
factured in Jackson by the Radolite 
Manufacturing Company, recently or- 
ganized in Mississippi. 

The plant building at 824 South 
Gallatin Street is practically com- 
plete and executives of the company 
expect operations to begin within a 
month. The most modern equipment 
available for this type of manufac- 
turing has been obtained, according 
to statements issued by company of- 
ficials. 

Fluorescent lamps manufactured 
by the Jackson Lamp Works No. 17 
of General Electric will be used. 

Among the equipment to be used 
is a 6,000 watt infra-red system to 
bake enamel on the fixtures. This 
system, although new in the south, 
is of the same type being used exten- 
sively by automobile manufacturers. 

Harold Davis, former radio engi- 
neer, is president of the company. 
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Frigidaire has given its “quickie” slide films a real movie house atmos- 


phere with this newly devised “Little Theater.” 


It is a miniature stage 


background for quickie screens, with “shadow boxes” for getting clear, 
sharp pictures in undarkened rooms, and special racks for records and 


films. 
operation. 


The sound recording, projector and screen are shown here in 
The “Little Theater” was created by Frigidaire’s Sales Training 


Department to add a professional touch to its quickies, employed by 
dealers with marked success as a selling aid. 


New Catalogs Issued 
By Manning-Bowman 


The retail appliance trade is get- 
ting its new 32-page Manning-Bow- 
man electric appliance catalogs this 
year by Western Union. Over 38,- 
000 are being delivered individual- 
ly by messenger this month. 

The new catalog makes its appear- 
ance in an entirely new style of cover 
design and typography. It features 
a new streamlined, fully automatic 
two-slice toaster, designed by Murray 
& Scheiding, well known New York 
industrial engineers; four new mo- 
dels of baby bottle warmers; a new 
Tip N’ Turn Toaster; and a new mo- 
derately priced heating pad. 

Manning-Bowman’s ‘Giift Catalog 
this year is also in a different vein, 
and is enhanced by a generous use 
of color throughout its 48 pages. It 
is divided into four sections—there 
being a section for Peacock Plate, 
Chromium and Giftware, Vacuum, 
drinking and smoking accessories, and 
a section for electric gift appliances. 
Each section is introduced by a color- 
ed frontispiece and appropriate copy 
emphasizing tradition, quality and 
style leadership associated with Man- 
ning-Bowman appliances and gift- 
ware. 


Wilson Lighting Moves 
Into New Factory Building 


Wesley Wilson, president of Wil- 
son Lighting Inc., and a sustaining 
member of the Illuminating Engineer- 
ing Society, announces the comple- 
tion of the move of the entire fac- 
tory and offices of Wilson Lighting 
Ine., from the former location at 
411 S. Clinton Street, to their own 
building at 152-156 W. Erie Street, 
Chicago, just north of the Loop, at 
Erie and LaSalle St. All four floors 
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of the building will be utilized in the 
manufacture of residential, industrial 
and commercial fluorescent fixtures, 
window reflectors, floodlights, and 
infra-red drying equipment. The 


building is being remodeled to pro- 
vide straight line quantity produc- 
tion facilities, and the tremendous 
increase in space will permit the 
necessary expansion to take care of 
the increasing demands for Wilson 
equipment. 

Wilson Lighting Inc. was establish- 
ed in 1928, by Mr. Wilson, with an 
original investment of $1000, to man- 
ufacture the Wilson Adjustable Clip 
Reflector. This reflector is still part 
of the Wilson line, which now con- 
sists of over 200 items. In 1934, the 
Wilson Electrical Development Co. 
was organized to handle the engineer- 
ing and patents of Wilson Lighting 
Co. Some 35 patents and patent ap- 
plications now protect the Wilson 
line. 


Fluorescent Powder Plant 
Purchased by HyGrade 


Hygrade Sylvania Corporation, 
Salem, Massachusetts, manufactur 
ers of fluorscent lamps and fluores- 
cent lighting units, announce the 
purchase of a fluorescent powder 
plant at Towanda, Pennsylvania. 

The plant purchased was formerly 
operated as a division of The Pat- 
terson Screen Company, which com- 
pany had been the principal source 
of supply for the fluorescent pow- 
ders used by Hygrade Sylvania Cor- 
poration in its fluorescent lamps. 

The entire personnel of the plant 
will be retained and the factory will 
continue to operate under the direc- 
tion of its present superintendent. 
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An important part of the 1941 Kelvinator electric range program, a plan 
that has been largely responsible for doubling sales of the company’s 


electric ranges, has been a new selling tool called the Salesmaster. 


Used 


by the salesman in making presentations to prospects on the advantages 
of Kelvinator electric cooking, the Salesmaster shows “What Happens 


When A Kelvinator Electric Range Comes Into Your Home.” 


The book, 


which is the largest and most elaborate promotion piece ever devised by 


Kelvinator, uses 4-color photographic illustrations throughout. 


It con- 


tains 99 pages of large-sized photographs and short copy and is ap- 


proximately 1844” long by 151%” wide. 


It has heavy-weight, special- 


finish offset paper and thick, leather-bound, easel-type cover. 


ELECTRICAL SOUTH for AUGUST, 194! 





The sale includes property, equipment 
and inventories. It does not, how- 
ever, affect in any way the other 
properties or activities of the Pat- 
terson Screen Company. 

The purchase of this powder plant 
by Hygrade Sylvania Corporation is 
in line with the company’s policy of 
control of as many materials as pos- 
sible in connection with the manu- 
factured products it supplies. 


Electric Vacuum Cleaner Co. 
Builds for Defense Orders 


The Electric Vacuum Cleaner Co., 
Ine., Cleveland, Ohio, manufacturer 
of Premier Vacuum Cleaners, has 
recently been awarded defense con- 
tracts by the Army Ordnance Depart- 
ment totaling $1,500,000. A _ sepa- 
rate factory building is being erected 
by the Electric Vacuum Cleaner Co., 
Ine., at its present location, to facili- 
tate speedy handling of these con- 
tracts. 


Autovent Company Purchased 
By Herman Nelson Corp. 


The Herman Nelson Corporation, 
Moline, Illinois, announces that it 
uurchased on July 1st, the entire as- 
ets and business of the Autovent 
Fan and Blower Company, Chicago, 
Illinois. 

The business will be operated as 
the Autovent Fan and Blower Divi- 
ion of the Herman Nelson Corpora- 
tion. The complete line of Autovent 
products will continue to be manu- 
factured in the Autovent Division in 
Chicago. 





The southeastern territory of the Edison General Electric Appliance 
Company, Inc., is well represented among the executives at Hotpoint’s 
headquarters in Chicago. Here are a few of the Hotpoint merchandising 
specialists who gained much of their experience in the southeast. Left to 
right, H. W. Nagel, waterheater specialist, Frank L. Sacha, range special- 
ist, and F. F. Duggan, refrigerator specialist. Although Mr. Nagel 
originally started with Hotpoint in the Chicago office, he was in the 
southeastern territory for six years prior to his transfer back to Chicago. 
Mr. Sacha left the Atlanta territory last year, after having been in the 
southeastern district for a number of years, and was transferred to Des 
Moines, Iowa, just a short time after which he went to Chicago as 
headquarters range specialist. Mr. Duggan has been in the southeastern 
district during the entire time he has been with the Hotpoint Company, 


which is about eight years. 


awhile and then became refrigerator specialist for the Southeast. 


He was in charge of the Charlotte office for 


Both 


Mr. Duggan and Mr. Sacha are graduates of Georgia Tech. 


Included in the Autovent line are 
a complete range of sizes of centri- 
fugal blowers from 6” to 72” in dia- 
meter, in both forwardly and back- 
wardly curved blade designs and a 
complete selection of propeller ex- 
haust and ventilating fans from 12” 
to 72” in diameter. 

















A couple of kids (prefabricated) vie with each other in reaching into a 
cookie jar placed strategically on the edge of a new 1941 G-E range in the 
newest life-sized color-and-motion display now available to department 
stores, utilities, and other key-dealers for General Electric ranges. The 
display is ten feet wide and six feet high, designed to fit the back of a 


1941 G-E range. 


The background is red, with white cutout letters. The 


display is shipped ready to be plugged into an a-c outlet, and its back has 
been finished for neat appearance. 
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News About People 





Hugh R. Johnston, formerly with 
Atlas Corporation, has been elected 
executive vice-president of Bendix 
Home Appliances, Inec., of South 
Bend, Indiana. Mr. Johnston was 


Hugh R. Johnston 


formerly treasurer of the Guaranty 
Trust Company of New York, which 
position he resigned to become pres- 
ident of Sterling Securities Corpora- 
tion at its inception in 1928. This 
company was merged with Atlas 
Corporation in October, 1936. 


* so * 


Robert W. Ayers, of Memphis, 
Tenn., is now representing Viking 
Air Conditioning Corp., of Cleveland; 
in sections of Tennessee, Kentucky, 
Illinois, Missouri, Arkansas and Mis- 
sissippi. Harvey Newman, of Greens- 
boro, N. C., is now representing Vik- 
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T. W. Rolph 


ing in North and South Carolina as 
well as a section of Virginia. Both 
of these new Viking representatives 
are well known to the electrical trade 
in the territories which they serve. 


* + 


The board of directors of the Holo- 
phane Company voted the appoint- 
ment of Thomas W. Rolph as vice- 
president of the company. Mr. Rolph 
has been associated with Holophane 
Company for many years and during 
much of that time he has been lo- 
cated in Newark, Ohio. He first joined 
the Holophane organization after 
graduation from Cornell University 
in 1907 with the degree of electrical 
engineer. For six years, he was em- 
ployed by the company as illuminat- 
ing engineer, working on the applica- 
tion, design and testing of Holophane 
products, first in New York City and 
later in Newark. 

He then entered the employ of the 
General Electric Company, engaging 
principally in the development and 
manufacture of metal reflectors in 
Cleveland. After several years of 
this service he became production 
manager of the Strong Manufacturing 
Company, Sebring, Ohio—large pro- 
ducers of metal reflectors and other 
stamped and enameled ware. 

In 1921 Mr. Rolph returned to the 
Holophane Company to accept a po- 
sition as managing engineer of the 
street lighting department located in 
Newark. In 1928 he was appointed 
assistant chief engineer and-in 1931 
he was appointed chief engineer of 
the Holophane Company, in which ca- 
pacity he has served up to the present 
time. 


* + * 


Howard L. Scaife has been appoint- 
ed Hotpoint kitchen sales division 
manager, according to an announce- 
ment by R. W. Turnbull, executive 
vice-president of the Hotpoint Com- 
pany. Mr. Scaife has returned to Chi- 
cago from the Hawaiian Islands, 
where for the past year and a half 
he has been manager of the Hotpoint 
Appliance Sales Division, Hawaiian 
Electric Company, Honolulu. He suc- 
ceeds Charles L. Griffith, who has re- 
signed to devote his entire time to 
other business interests in the East. 

In his new position, Mr. Scaife will 
direct all sales and merchandising ac- 
tivities on Hotpoint electrasinks; 
dishwashers; kitchen waste exits; 


Hotpoint steel kitchen eabinets, and 
Hotpoint’s kitchen planning service. 
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C. R. Horrell 





H. L. Seaife 


He will also have charge of apartment 
installations for all Hotpoint home 
appliances. 


x + * 


At the June meeting of the board 
of directors of the Sangamo Electric 
Company, Springfield, Ill., Charles 
R. Horrell was elected vice-president 
and general sales manager. Mr. Hor- 
rell has been sales manager since 
1918, when he joined Sangamo. He 
holds a bachelor of science degree 
in electrical engineering from the 
University of Illinois, class of 1913. 
Mr. Horrell is chairman of the Elec- 
trical Measuring Instrument Section 
of the National Electrical Manufac- 
turers Assocaition, and is a member 
of the American Institute of Electri- 
cal Engineers. 

* * * 


A new post, that of vice-president 
in charge of sales, has been created 
by Nash-Kelvinator Corporation, and 
Frank R. Pierce, formerly general 
sales manager of the corporation’s 
Kelvinator Division, has been elected 
to fill it, George W. Mason, president, 
announces. 





Frank R. Pierce 


Mr.’ Pierce will direct the sales, 
advertising and service activities of 
both the Kelvinator Division, manu- 
facturer of electric refrigerators, 
ranges, commercial refrigeration 
products, and ice cream cabinets, and 
the Nash Motors Division, automo- 
bile manufacturers, Mr. Mason said. 

At the same time, several other 
advancements in the executive or- 
ganization of the Kelvinator Division 
were announced by Mr. Pierce. 
Charles T. Lawson, who has been 
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sales manager of household appli- 
ances, will succeed Mr. Pierce, and 
will have the title of general sales 
manager of the Kelvinator Division. 

The general sales manager of the 
Nash Motors Division is W. A. Blees, 
who has been connected with Nash 
for several years. 

Other appointments in the Kelvi- 
nator Division as announced by Vice- 
President Pierce include that of E. 
Ray Legg, former western sales man- 
ager, as successor to Mr. Lawson as 
sales manager of household applianc- 
es and that of Don Rulo, who has 
been a member of the Kelvinator Di- 
vision executive sales staff for some 
time, as western sales manager. 

Mr. Pierce came to Nash-Kelvina- 
tor in 1939 from General Motors 
Corporation’s Frigidaire Division, 
where he headed up sales. He began 
his selling career in his home city of 
Philadelphia as a retail salesman, and 
soon worked his way to the head of 
the Frigidaire sales organization in 
that city. His work commanded at- 
tention, and he was brought to nation- 
al headquarters of Frigidaire, at Day- 
ton, Ohio, in 1932, and soon was 
made manager of the entire House- 
hold Sales Division of Frigidaire. He 
retained this post until he joined the 
Nash-Kelvinator organization. 

%* * %* 

Norman L. Deuble, formerly assist- 
ant to vice-president, Copperweld 
Steel Company, Warren, Ohio, has 
been appointed manager of sales. Mr. 
Deuble is a graduate of the Case 






oj 


N. L. Deuble 


School of Applied Science with the 
degrees of B. S. and Metallurgical 
Engineer; he is a member of the 
American Society for Metals and of 
the Society of Automotive Engineers. 
Mr. Deuble was with Republic Steel 
Corporation, Central Alloy Company, 
and United Alloy Steel Company be- 
fore joining Copperweld. 
* ¥ * 


Guy A. Barker, manager of the pub- 
lic utility and electrical products 
departments of John-Manville, died 
recently at his home in Scarsdale, N. 
Y. He was 50 years old. 

Mr. Barker started his career wit! 
Johns-Manville as a sales engineer, 
later serving as a Pacific Divisio1 
sales manager. ‘He came to New 
York in 1933 to become manager oi 
the electrical products department 
He was made manager of the com 
pany’s public utility and electrica 
departments in April of this year. 
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New Products 





Nesco Electric Roaster 


The National Enameling and 
tamping Co., of Milwaukee, Wis., 
snnounces a new series of beautiful 
lectrice roasters for 1941. Many 
labor-saving features are claimed for 
the new models 


Foremost in the new 5 model line 
the De Luxe No. 9999, shown here, 
ith the exclusive Nesco built-in 
ime clock that offers the user many 
xtra hours of kitchen freedom 
ough its completely automatic op- 
ration. It is very simple to use— 
» housewife merely sets the clock 
the time she wants the roaster 
o start cooking and the time she 
vants it to stop—the automatic time 
ck working in conjunction with the 
rmostat and signal light control 
s the rest. The time clock is built 
to the front of the roaster—noth- 
extra to buy—nothing to mis- 
ce—and ready for instant use with 
without the stand. 
in four of the new roasters a new, 
inced, spring-actuated cover opens 
omatically at a slight turn of a 
b on the front of the roaster—- 
vents hands from being burned 
escaping steam. A cool Bakelite 
-h keeps cover tightly closed for 
re efficient cooking. The special 
1 Browning Vent on the cover is 
ked for all kinds of cooking. 
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w Premier Vacuum Cleaner 


. recent addition to the Premier 

is the new all-purpose, cylinder- 

e cleaner which is known as the 
mier Aire-Matic, Model 80. In 
lition to a powerful % hp motor, 
‘eatures an ingenious suction reg- 
or for lighter cleaning tasks. Its 
scientifically designed Rug Nozzle is 
sually efficient for cleaning rugs 
carpets. The Premier Aire- 
Matic “80” comes completely 
juipped with 8-ft. hose, 2 extension 
es, rug nozzle, upholstery noz- 
round brush, wall and floor 

sh, crevice and blower tool, de- 
her, Di-chloricide crystals and an 
ficient liquid sprayer. The “80” 


is durably finished in a maroon and 
gray crinkle, with contrasting chrom- 
ium trim. Its listed price is $59.50, 
with a liberal allowance for the cus- 
tomer’s old cleaner in trade. 


Burks Water Systems Catalog 


The Decatur Pump Company, De- 
ceatur, Ill., makers of Burks Water 
Systems, announce the completion of 
their new 1941 catalog. It is now in 
the mails to all Burks jobbers and 
dealers and additional copies are 
available, without charge, to any 
dealer or jobber interested. 

The new Burks catalog is the 
finest ever produced by Decatur 
Pump Company. It contains illus- 
trations and comprehensive data on 
all models of the Burks Nigarette 
Super Turbine Shallow Well systems 
and Burks Vertical Centrifugal and 
Super Turbine Educer Deep Well 
systems. 

This new catalog is an important 
part of the extensive sales making 
campaign Decatur Pump Company 
supplies to all Burks dealers. 


Proctor Steam Iron 


The Proctor Never Lift Iron, Model 
965, equipped for use with Proctor’s 
new steam attachment, will retail for 
only 45c more than the popular Never 
Lift Iron of which thousands were 
sold at $12.50. In addition to being 
equipped for steam, this new iron 
embodies smart streamlined design- 
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ing, and such revolutionary. new fea- 
tures as a headlight in the handle, a 
separate speed selector control which 
triples the effectiveness of the “Dial 
of Fabrics,” a handy on or off cord 
support and glow cone light which 
lights up to tell when iron is safe to 
use. In addition to all of these new 
features, this iron embodies the stan- 
dard Proctor Never Lift Iron fea- 
tures. It is guaranteeed by the fac- 
tory for three years. 

Shown here is the steam generator 
ready for use with new Proctor Never 
Lift iron. Holding one quart of wa- 
ter and operating with a separate 350 
watt heating unit, the new Proctor 
steam attachment applies a steam 
principal well known in the commer- 
cial iron field, although new to do- 
mestic iron users. Steam is con- 
veyed to the iron through the flexi- 
ble cloth-covered tube projecting 
from the top of the generator. It is 
easily controlled, can be used at will, 
and holds sufficient water for 2% 
hours of continuous use, according 
to Proctor Electric Company execu- 
tives. 


New Cory Coffee Brewers 


A beautiful new line of Cory 
Coffee Brewers, trimmed with wal- 
nut-tone bakelite, has just been an- 
nounced. The present models, fitted 
with ivory-tone and black bakelite, 
will be retained, however. The new 
“walnut-tone” Cory models are intro- 
duced to fill an insistent demand for 
fittings that harmonize with the wal- 


nut trim salad sets, ete. The rich 
walnut-tone trim blends beautifully 
with the glistening glass and the 
platinum striping of the brewers. All 
three sizes of Cory Brewers—4-6 cup, 
7-8 cup, and 10-12 cup—are avail- 
able in the new walnut-tone trim. 
The handles, decanter cover, safety- 
stand funnel holder, two tablespoon 
coffee measure and the handles of 
the electric unit make a very attrac- 
tive ensemble. The price range of 
the new Cory model is the same as 
that of the Ivory-tone line—from 
$3.25 to $7.45. 


Fluorescent Lampholder 


New combination lampholders, 
starter sockets, and starters for T-17 
100-watt fluorescent lamps making 
for easier replacement and greater 
holding power have been announced 
by the General Electric appliance 
and merchandise department, Bridge- 
port, Conn. Included in the equip- 
ment are combination lamp holders 
and starter sockets, single lamp-hold- 
ers, combination lamp-holders with 
inverted starter sockets, 4-contact 
separate starter sockets, and 4-con- 
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tact Mazda lamp starters. The lamp- 
holders are of the rotating lock type 
and are available with or without 
mounting brackets. The exposed parts 
of the lamp-holders are white. 

The new combination lamp-holder 
and inverted starter socket permits 
starters to be replaced without re- 
moving lamps from fixures. These 
devices are especially suitable for 
ceiling fixtures. 

All of the new combination lamp- 
holders and 4-contact starter sockets 
have the same number of binding 
posts as the old-style lamp-holders, so 
that no additional wiring is neces- 
sary. Either 2-contact or 4-contact 
starters can be used in the new 
starter sockets. 


New Circuit Interrupter 


Especially designed for disconnect- 
ing or interrupting of circuits in out- 
door, damp, wet, or dusty locations, 
a new non-automatic enclosed De-ion 
circuit interrupter is announced by 
Westinghouse Electric and Manufac- 
turing Company. The interrupter is 
used in industrial plants, commercial 
establishments or any place where 
water or dust tight non-fusible 
switches were formerly used. 


Enclosures (NEMA Types 4 and 
5) are furnished in either cast alu- 
minum or cast iron, both of which 
have an aluminized finish. A closely 
machined fit between handle shaft 
and bushing with heavy rubber gas- 
kets between enclosure and cover 
make them water tight. 

Current ratings range from 50 to 
600 amperes, 2 or 3 poles, at 250 to 
600 volts a-c and 125/250 to 250 
volts d-c. A high interrupting ca- 
pacity is provided to interrupt a cir- 
cuit adjusted for 5000 to 10,000 
amperes depending on frame size. 
De-ion are quenchers confine, divide, 
and extinguish arcs almost instantly 
as the contacts open thus prolonging 
contact life. “Quick make,” “quick 
break” action is obtained by a toggle 
mechanism operating the contacts. 


New “Weld-Master”’ 


Simplified Welding is claimed as 
the outstanding feature of a new 
A. C. Electric Arc Welder puts an- 
nounced by the Ideal Commutator 
Dresser Co., Sycamore, Illinois. The 
design includes a reactance winding 
on a separate core in addition to the 
transformer. This reactance wind- 
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ing acts as a stabilizer, making it 
easy to strike an arc and hold it. As 
the distance between the end of the 
welding rod varies, this reactance 
winding causes the voltage to vary 
proportionately so that the are is 
always smooth. 

Fifteen different welding heats be- 
tween 20 and 175 amperes give the 
operator accurate heat and penetra- 
tion control for each individual job 
and different parts of the same job. 
Penetration may be up to 4” or more 
if desired. These heats are at two 
voltages—45 and 70 volts. 


Raintight Service Equipment 


Square D Company, Detroit, Mich- 
igan, announces that its line of rain- 
tight service equipment has been ex- 
tended to meet an increasing demand 
for such enclosures in line with rec- 
ent rulings brought about by the 
National Electric Code (Section 380, 
Article 3804). 


The enclosures have substantial 
water-tight tops with lap joints which 
effectively exclude moisture. Wide 
overlapping flanges on cover guard 
against driving rain or jets of wa- 
ter. A “hold up” feature provides 
means of holding cover in open po- 
sition. All knockouts are located be- 
low lowest live parts; a drip hole in 
bottom prevents accumulation of 
moisture. Enclosures are made of 
code gauge galvanized steel with 
aluminum finish and can be furnish- 
ed with or without conduit hubs or 
niples. The steel dead-front shields 
prevent accidental contact with live 
parts and are sealable. 

Standard Square D fuse-breaks act 
as switches and fuse carriers. They 
are non-intercheangeable and may be 
reversed for the ‘‘on’” and “‘off’’ po- 
sitions. Test holes are provided so 
that fuses may be tested without in- 
terrupting the service. All neutrals 
are grounded and are provided with 
four 60-ampere and four 30-ampere 
connectors. The bases are of light- 
weight bakelite, and there are 60- 
ampere tap-offs after main fuses for 
water heater circuit or mains exten- 
sion. 


Burndy Cable Dead-End 


Burndy Engineering Co., Inc., New 
York City, announces a new cable 
dead-end, Type YE. The thick-wall- 
ed cable socket is indented on the 
cable end by means of the Burndy 
Hypress, a hydraulically actuated, 


portable press. A permanently se- 
cure grip on the conductor is there- 
by obtained. The Type YE dead 
end is available for all sizes of cable 
from No. 8 to 2,000 MCM: Various 
types of clevis arrangements can be 
supplied to meet specific require- 
ments. 


Motor Control Centers 


The Trumbull Electric Mfg. Com- 
pany, of Plainville, Conn., recently 
announced a new line of Trumbull 
Motor Control Centers, representing 
an assorted assembly of Sizes 1, 2 


gia ac a ; 


i 


or 3 Combination Magnetic Starter 
Units of standardized width in verti 
cal section troughs, in which powe! 
is suppled through bus bars. 

These assemblies may be located 
in one central point; or if complete 
centralization of all starting units is 
not feasible, these larger centers may 
be divided into smaller sections and 
distributed as is most convenient fo1 
the machine layout. 

Immediate connections is made be 
tween motor control center and load 
(motors) by simply inserting the 
starting units, which are equipped 
with stabs, into the bus bars in the 
power trough. 

These assemblies provide great 
flexibility and convertibility, and all 
interior parts are completely access 
ible from the front. They are Illus- 
trated and described in Circular No. 
331 sent on request. 


Varnish-Saturated Tubing 


A new line of varnish-saturated 
tubings for insulating bare wires « 
for increasing dielectric strength oi 
insulated wires when used as lead 
connecting wires, etc., has been a 
nounced by the General Electric ap- 
pliance and merchadise departme! 
Bridegeport, Conn. 

These tubings are made of clos¢ 
woven cotton yarns thoroughly in- 
pregnated with insulating varnish: 
The varnishes penetrate all througii 
the tubing rather than forming \ 
neer laminations on the surface. T! 
tubings have an exceptionally hi 
factor of flexibility and dielect: 
strength combined with extreme'y 
low moisture absorption. Thr 
grades are available, in sizes 20 ‘0 
minus 1%, either black or yellow. 
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New Pole-Type Capacitors 


The  Cornell-Dubilier Electric 
Corp., South Plainfield, N. J., pre- 
sents a new improved group of pole- 
type capacitors for line power-factor 
improvement. An exclusive feature is 
an internal construction in which 
nany small, series-parallel connected 
sections are utilized, each with im- 
yressed voltage of less than 600. 
Chis construction results in minimum 
heating, long life, complete absence 
f corona and high factor of safety. 

Hermetically sealed in arc-welded 
teel cases and capable of operation 
utdoors under the most adverse 
veather conditions, these new capac- 

ors are designed for standard pole 
10unting, singly or in multiple units. 


8ushing Test Set 


Costly service interruptions due to 
iilures of bushings, insulators and 
her high-voltage equipment are 
eld at minimum when periodic tests 
‘e made with a new portable test 
t just announced by Leeds & 
orthrup Company, Philadelphia, Pa. 
Expressly designed for field tests of 
istalled bushings and insulators, it 
also useful for measuring the di- 
electric characteristics of small cable 
lengths, oils, compounds and other 
dielectrics. 
Even in 220-kv switchyards this 
test set is free from the effects 
electromagnetic and electrostatic 
stray fields emanating from power 
circuits. Immunity from stray fields 
results from the use of a detector 
vhich responds to a frequency of 70 
cles but not to the standard 60. 
The odd 70-cycle frequency is sup- 
plied by a portable motor-generator 
, and because of the difference 
betweeen test and power frequencies, 
is unnecessary to take direct and 
versed readings and then average 
e results to avoid stray field ef- 
fects. Scales read directly in power 
factor and capacitance, and at the 
normal test voltage of 10,000 volts, 
© correction factors need be applied 
the readings. 


Two high-voltage transformers, 

> a step-up and the other a step- 

wn, provide potential for tests at 
2 normal test voltage of 10,000 volts. 
‘his voltage can be reduced as low 

1250 volts by a regulating unit. 
step-up transformer and motor of 
notor-generator set operate on 115 
volts, 60 cycles. 


No unusual skill is essential to the 
operation of this test set. Any test 
man can quickly learn to use it. 
Ground shields protect test man from 
high-voltage during tests. If break 
in ground connection to shield occurs 
the high-voltage transformers are 
deenergized. 


Contractors-Inspectors 
Hold Joint Meeting 
(Continued from page 21) 


ors’ problems and questions re- 
lating to the interpretation of the 
Code. Several members of the 
Electrical Committee, of NFPA, 
were present, so that authoritative 
answers and discussion could be 
obtained on Code questions. 

L. M. Keever, associate pro- 
fessor of electrical engineering, 
of the State College, opened the 
second morning session with an 
enlightening demonstration of 
multiwire branch circuits. By 
means of load resistors, artificial 
branch circuits, and numerous 
meters, Mr. Keever actually dem- 
onstrated the characteristics of 
various types of branch circuits, 
and evaluated the different types 
in terms of voltage regulation, 
losses, and capacity. Of particular 
interest was his demonstration that 
many of the advantages of the 
four-wire, three-phase system dis- 
appear when branch circuits of 
only two “phase” wires and a neu- 
tral are used. 

One of the oustanding addresses 
of the conference was presented by 
S. P. Vecker, vice-president, Caro- 
lina Power and Light Co., on “Ad- 
vertising and Salesmanship.” <A 
subject that is all too often neg- 
lected by electrical contractors, it 
proved both inspiring and practi- 
cal as discussed by Mr. Vecker. 

“The Part of the Electrical In- 
dustry in National Defense,” was 
the subject discussed by Harvey 
N. Pye, chief engineer, Southeast- 
ern Underwriters’ Assn., of At- 
lanta. He discussed particularly 
the role of the electrical inspector 
during the present national emerg- 
ency. 

Others who appeared on the 
three-day program, and their sub- 
jects, were: E. G. Romeiser, Porce- 
lain Products, Union City, Ind., 
“Manufacture of Porcelain Prod- 
ucts”; a paper by O. K. Coleman, 
American Gas & Electric Corp., 
New York City, (read by Mr. Tous- 
ley), “Grounding and Bonding”; 
Lee F. Adams, General Electric 
Co., Schenectady, “Design and Op- 
eration of Motors”; Howard Web- 
er, U. S. Rubber Products, Inc., 
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New York City, “Wiring Methods 
and Materials”; C. S. Whitaker, 
electrical inspector, Durham, “Ev- 
eryday Experiences of an Electri- 
cal Inspector”; W. E. Armstrong, 
Underwriters’ Laboratories, New 


York City, “Testing Wiring Ma- 
terials”; and Roy A. Palmer, Duke 
Power Co., Charlotte, “Trends in 
Use of Fluorescent Lighting.” 


Technical Progress 
Features IES Program 
(Continued from page 15) 


fees total $2.50. Transportation 
to club will be provided. 

A sight-seeing tour will be held 
Wednesday afternoon for those 
who do not play in the golf tourna- 
ment. Free bus transportation will 
be provided for the party to visit 
Stone Mountain, the Battle of At- 
lanta cyclorama and other nearby 
points. The only personal cost will 
be 55 cents admission to cyclo- 
rama in Grant Park. 

Tennis and bridge matches may 
be arranged Wednesday at the 
East Lake Club by those who pre- 
fer these diversions. 

In addition to the schedule of 
mixed social events, special activ- 
ities will be held for the women 
visitors to the convention. An At- 
lanta hostess will be assigned to 
every woman visitor. A get-ac- 
quainted luncheon will be held on 
Monday afternoon. Then the ladies 
will be taken on a tour of Atlan- 
ta’s residential sections. A tea 
and fashion show will be staged 
Tuesday afternoon. Thursday 
morning, a Southern breakfast will 
be served women visitors. A tour 
of ante-bellum homes will follow. 

An old-fashioned Southern bar- 
becue will be held at the East Lake 
Country Club Wednesday evening 
following the tournament and the 
sight-seeing tour. Informal danc- 
ing will be enjoyed after the bar- 
becue with music furnished by a 
Negro dance band. 

A fitting close to the Atlanta 
Convention will be a big banquet 
for President Cameron in the truly 
Southern manner. It will be held 
Thursday evening on the pictures- 
que Garden Terrace of the Bilt- 
more Hotel. While the convention 
crowd enjoys a sumptuous dinner, 
the Big Bethel Negro Choir will 
softly sing spiritual songs as only 
southern negroes can. Entertain- 
ment and dancing in the Empire 
Room will complete the enjoyable 
evening and bring the Thirty-Fifth 
IES Convention to a close. 
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HOW 10 BEND 
13-43 in. PIPE 
3 TIMES FASTER 





If you bend conduit and pipe with 
obsolete bending equipment or 
clumsy makeshift methods, Green- 
lee Hydraulic Benders can save you 
as much as 75% in bending time. 
Greenlee Benders, with their 
powerful hydraulic units, bend 3 
times faster because they’re easier 
for the man on the job to operate. 
The No. 770 Bender, shown above, 
has a maximum pressure of 25 
tons for bending 1% to 3-inch 
conduit, while the larger No. 775 
Bender with a maximum pressure 
of 40 tons will handle 3 to 4%- 
inch material. There’s also a com- 
plete selection of Greenlee hand 
benders for tubing up to 34-inch. 
Write for new S-116 Bender Booklet 
... it'll show you how to save time 
and money on every bending job. 


mw HERE'S WHY YOU 
SAVE TIME WITH 
GREENLEE BENDERS 


One man can easily and quickly develop 
the pressure needed to bend conduit up 
to 41 inches. 


You save cost and time of installing many 
manufactured bends and fittings. 


You eliminate expense and delay of cut- 
ting and threading nipples. 


The smooth, even bends made by Green- 
lee, eliminate wasted time when pulling 
in wire, 

The Greenlee, built in one unit, is easily 
carried to the job and set up and is easier 
for operator to handle. 


GREENLEE TOOL CO. 


1707 Columbia Ave., Rockford, Illinois 








Magnetic Circuit Breakers 


Heinemann Electric Company, of 
Trenton, N. J., offers a line of serv- 
ice centers for branch circuit pro- 
tection in apartment buildings, res- 
idences and on rural electric lines. 
Flush and surface type cabinets have 
gray crackle finish over a rust re- 
sisting coating which protects the 
metal box. 

Circuit breakers are Heinemann 
“Magnette” non-thermal type. They 
combine magnetic inverse time delay 
on harmless overloads with magnetic 
instantaneous trip on short circuits. 


What’s Being Said 
In Washington 
(Continued from page 27) 


are organizing committees for con- 
sultation on defense production. 
OPM recently set up a number of 
commodity sections composed of 
representatives of various defense 
agencies from the industry con- 
cerned with that particular com- 
modity. Just what will be the di- 
viding line between these industry 
committees and the OPACS indus- 
try groups has not yet been made 
clear. 

Still another set of industry 
committees is being organized by 
the Division of Purchases of OPM 
under Donald Nelson. The first 
of these was an electrical goods 
committee which will shortly hold 
its first meeting. The purpose of 
this committee is to simplify lines 
of production in the industry, thus 
releasing plant capacity for the 
defense program. 


Price Control Legislation 


Defense chiefs, with Leon Hen- 
derson sounding the highest note, 
envision a tense situation when 
the rationing of raw materials cuts 
down supplies of consumer’s goods 
and new buying power created by 
defense employment builds a de- 
mand. High prices and inflation 
are foreseen as the inevitable re- 
sult. The remedies are curbs on 
consumer buying such as restric- 
tion of installment terms which is 
in the OPACS program—and price 
control legislation. Legislation al- 
lowing the defense administra- 
tion to fix price ceilings is not 
expected before October at the 
earliest. Reason—Congress is ex- 
pected to be busy with the tax bill 
until mid-September or later, after 
which three-day recesses are ex- 
pected. 

Price control legislation is op- 
posed by two powerful groups who 
are in favor with the Administra- 
tion. They are the agricultural 


group and labor which is wary of 
price controls because they would 
set wage ceilings. Two price con- 
trol measures which are in prep:- 
ration include a proposal by Sen- 
ator Taft, of Ohio, to set up a 
five-man board to administer price 
regulation, and one by Senator 
O’Mahoney, of Wyoming, to licen:e 
corporations, these permits to co 
business to be revoked for pri e 
violations. 


Primary Feeder 
Voltage Control 
(Continued from page 23) 


tors to keep light-load voltages 
within desirable limits. This could 
be accomplished by switching the 
last 30 per cent of the capacitors 
on the end of the feeder. This op- 
eration results in the peak and 
light load curves shown in Fig. 8. 
There is still too much voltage 
drop at peak load, however. The 
addition of a 5 per cent station 
regulator would be necessary to 
keep voltage at all points to with- 
in plus or minus 5 per cent. How- 
ever, this result was obtained with 
the 5 per cent regulator and ¢a- 
pacitors to give 10 per cent volt- 
age correction without any switch- 
ing as shown in Fig. 7. So in this 
particular case, at least, switching 
of the capacitors serves no use- 
ful purpose in maintaining the 
specified voltage limits at all times 
of day—i.e., plus or minus 5 per 
cent. 

Figure 7 illustrates the applica- 
tion of a 5 per cent regulator and 
capacitors to give 10 per cent volt- 
age rise. Another case to consid- 
er is that of a 10 per cent regula- 
tor and capacitors to give a 5 per 
cent voltage rise. The light and 
peak load conditions for this ar- 
rangement are illustrated in !'ig. 
9. Here again, since the first cus- 
tomer is located right at the sub- 
station, the 10 per cent regulator 
must be located at a point out on 
the feeder where the normal volt- 
age drop at peak load is 5 per cen. 

In examining Figues 1 to ®%, it 
may be noted that only the ar- 
rangements shown in Figures 4, 7, 
and 9 meet the specified critevion 
for voltage variation. These tree 
arrangements may be classified as 
follows: 

Fig. 4: 1—5% reg., 1—10% reg: 
no capacitors. 

Fig. 7: 1—5% reg., 10% o: ca 
pacitors. 

Fig. 9: 1—10% reg., 5% 0: ca 
pacitors. 

In none of these three arrang* 
ments could switching equipnent 
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be used to any advantage, nor could 
t be used to supplant either whol- 
ly or partially any of the regulat- 
ng equipment specified above. 
This, however, is only one ex- 
imple. It is pertinent to examine 
1 number of cases comparatively 
vefore drawing general conclus- 
ons. Such a comparison will be 
resented in a second article in the 
\ctober issue of ELECTRICAL SOUTH. 


\dequate Wiring for 
Printing Plants 
(Continued from page 19) 


presses, two cylinder presses, two 
iat rolling machines, two differ- 
ent types of casting boxes and 
paper cutters. 

Satchwell & Joseph Electric 
ompany also furnished and in- 
stalled a large number of floures- 
cent industrial units. They are 
so arranged that each machine in 
the entire plant is well lighted 
no matter in what position the op- 

‘ator stands, and there are no 
shadows, something which for 
years has been a problem for 
1ake-up men in a printing plant. 

The plant has a complete annun- 

ator system. All telephone lines 
are concealed in the walls. A beil 
service is maintained from the 
loading door to a gong in the plant, 
and in addition there is a two-way 
speaking system from the mana- 
ger’s office to the plant. There 
are electric wall clock outlets in 
ie plant as well as in the offices. 

ventilating fan is situated a- 
bove the sterotype department, 
where a majority of the lead is 
melted. 

The flourescent industrial units 
are the double tube, 40 watt sizes. 

ich fixture is equipped with an 
individual pull switch for opera- 
tion efficiency. Offices of the 

ant are also lighted with fluores- 
‘ent units. 

Mr. Satchwell says his idea, 
‘rom the beginning, was to sell 
the customer something that was 
y00d and would perform duties 

r greater than expectations. Mr. 

‘wis is particularly proud of the 
‘ourescent lighting arrangement 

the printing plant and offices. 

All lighting circuits are con- 

oiled from a circuit breaker 

nel. There are a number of blank 
spaces in the panel for future cir- 
suits. 

Satchwell & Joseph was estab- 
shed in 1917 by T. E. Satchwell, 
ss, and W. L. Joseph. The firm 
low specializes in commercial, in- 
dustrial, and refrigeration control 
wiring. The present owner and 
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manager, T. E. Satchwell, Jr., is 
a graduate of the University of 
Florida, class of 1932. 


Dealer Progress Ends 
Utility Merchandising 
(Continued from page 13) 


As late as January this year 
the sale of major appliances was 
discontinued in most company 
stores. 

Under the new plan all dealers 
will receive greater assistance in 
increasing sales and profits than 
ever before. However, door to door 
calls will no longer be made by 
the company. Residential sales- 
men, who were formerly engaged 
in direct sales activities, will be 
added to the dealer sales develop- 
ment staff. The activities of home 
economists, also, will be directed 
to mass demonstrations, dealer 
sales floor demonstrations, and to 
assistance in dealer sales training 
work. 

The company’s show windows 
and sales floors have been avail- 
able to dealers for the display 
of their merchandise. Customers 
were invited to inspect leisurely 
the latest developments in elec- 
tric living on the company sales 
floors without being urged to 
buy. 

It is expected that more deal- 
ers will now stock lamp bulbs, 
minor appliances, cord sets, and 
fuse plugs, as well as handling re- 
pair work, due to the fact that 
the company will no longer stock 
them. 

Mr. Roberts concluded by say- 
ing, “Last year $72.50 worth of 
electrical merchandise was sold 
per residential customer in ter- 
ritory served by Florida Power 
& Light Company, as compared 
to the national average of about 
$35.00. It is expected that this 
new plan will materially increase 
the sale of all kinds of electrical 
appliances, to the extent that the 
total volume now being sold by 
company and dealers will be ex- 
ceeded by a wide margin.” 


Training Program 
For Salesmen 
(Continued from page 13) 


topic to another. The advice is 
to stick to one topic until it is 
nailed down for good and all. 
When only a limited number of 
meetings can be held, the sugges- 
tion is made that the utility dou- 
ble up on films, using one of the 


1941 





GORILLA GRIP 


“First-Aid’’ Stock Set of various 
sizes and shapes of Gorilla Grip 
Connectors always ready for an 
emergency. 125 Combinations 
ossible by use of various Terminal 
Cnits and Reducing Sleeves. Built 
to Meet your Needs. Write for 
descriptive Book. 


National Electric 


FROOCOCTS CORPORATION 


PITTSBURGH, PA. 
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general sales films and one of 
the product films at each meeting. 
A timetable for one hour and a 
half is given as follows: 


5 minutes Introduction. 

15 minutes Sales Film. 

20 minutes Quiz Period. 

5 minutes Summarizing remarks 
and introduction. 

15 minutes Product Film. 

25 minutes Quiz period. 

5 minutes Closing Remarks. 


Complete suggestions for each 
step are given in the manuals. This 
schedule is taking it pretty fast. 
If possible to find the time, more 
meetings are advisable. Of course, 
such meetings will be of tempo- 
rary benefit, unless they are fol- 
lowed up. Resolutions must be 
made permanent. Committments 
must be carried through. 

The films and manuals are now 
available. It is expected that this 
summer will see intensive sales 
conferences in session from Coast 
to Coast. Summer is harvest time 
for many alert salesmen of ap- 
plainces and can be made so for 
all. This spring has developed a 
momentum that must not be al- 
lowed to end. 


It must not be forgotten also 
that although emphasis in this 
program is given to the six major 
appliances for home use, the sales- 
manship which is discussed ap- 
plies to all electrical home selling 
and store selling. The sales pat- 
tern on which this series of films 
is based is the service pattern. 
The salesman is encouraged to 
forego high pressure, to forget 
sales tricks; concentrating his at- 
tention on the problems of the 
prospect. Salesmanship, accord- 
ing to this training plan, is “pro- 
blem-solving.” 

This theme is carried through 
the entire series with, probably, 
the greatest emphasis it has yet 
had in the industry. Thus a very 
distinct need has been met through 
the cooperative effort of forward- 
looking manufacturers and utili- 
ties. 


Plus Sales and 
Service Values 

(Continued from page 9) 
dealer competition. There is a 


common ground on which progres- 
sive dealers will meet—yes, even 
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BRIEGEL METHOD TOOL CO., Galva, Ill. 
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MORE PROFIT 


AND 
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WITH B-M CONNECTORS and COUPLINGS 


This popular, simple method saves 25% on material, 25% to 50% of con- 


necting time. Makes installations 


tions and ends fussing with nuts to tighten. Stronger, neater connections. 


ON EVERY 


E INSTALLATION 


quick and easy. Eliminates complica- 





ONLY ONE TOOL NEEDED 


Costs you only $1.25 for the patented 
B-M indenter (%%” size handles 80% 


installations). Just two 
and you have a smooth, 
No other tools re- 


of all 

squeezes, 
neat connection. 
quired. This tool can save you many 





The M. B. Austin Co. 
Clayton Mark & Co. 


Clifton Conduit Co. 
Jersey City, N. J. 





1 times its cost on the first job. 


Distributed by 

General Electric Co. 
Bridgeport, Conn. 
The Steelduct Co. 
Youngstown, Ohio 
Enameled Metals 
Pittsburgh, Pa. 

National Enameling & Mfg. Co. 

Pittsburgh, Pa. 
Triangle Conduit & Cable Co. 


Chicago, Ill. 


Evanston, Ill. 





STRONG, NEAT CONNECTIONS 


You welcome the speed and ease that the 
B-M system puts in your hands. These 
fittings give you complete, well finished 
work in a hurry—(not water-tight). 








Elmhurst, New York City 





be stimulated by utility merchan- 
dising competition—and where 
this common ground can be found 
in any given situation there the 
best results are obtained. 

In any event, utility assistance 
should be provided through home 
demonstrators, neighborhood cook- 
ing schools, engineering advice fo: 
architects, good service practices 
and for the commercial custome: 
well-trained power engineers ani 
lighting experts. Perhaps the 
greatest plus value a utility cai 
put behind any sales program i: 
the enthusiasm of its own person 
nel, sold on the electric way an: 
themselves using these appliance 
to the maximum. Their satisfac 
tion, fanning out into all the com 
munity, can do more to create 
desire than almost any other de 
vice. 

Some housewives enjoy the ex 
citement of the day when mornin 
callers come to the back door wit! 
services to offer or goods to sel 
There is a certain stimulation i 
the unexpected visits of unexpect 
ed persons with unexpected things 
Many housewives, however, r¢ 
sent these callers and tolerat: 
them only because they are neces- 
sary to a well-ordered way of liv- 
ing for them. They know the elec 
tric meter has to be read, and 
more often than not are not even 
aware of the meter reader’s visit. 
When they do encounter him, some 
may wonder cynically how much 
he has over-read the meter. If 
he is quiet enough not to be no- 
ticed, he may later be suspected 
of guessing at the reading, and 
if he leaves a mark in the flower 
bed or on the back porch so that 
the housewife may know he was 
there, he may get a particular 
kind of blessing-out. 

There is the salesman who 
puts his toe in the door to tell 
the women that they need some- 
thing which they have probably 
decided they can very well 
without. 

Then comes the collector and 
the appliance repairman and tiie 
home economist and on special 
occasions the extra man who comes 
around just to find out if you are 
satisfied with your service an 
what he can do to make your life 
happier! All these from the elec 
tric company. 

Each of these utility represen‘ 
tives is a specialist in his job an 

probably a good one, but no < 
knows the work of the other, a 
too frequently has no interest 
it. The collector is not interes! 


a5 Qo 
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ANTANEOUS 


HEATERS 
HOT or COLD 
WATER from f 
the SAME [3| 
FAUCET—when : vee ts 


> frou 1% 
you want it. 
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© © © The Instanta- 5 

neous Electric Water “HOT 

Heater is not a port- WATE p? 

able lamp socket de- 

vice, but—as shown— mt 

is a compact, self-con- 

tained apparatus 

(10%x4% inches). 

Quickly and inexpensively installed. Oper- 

ates on AC. 


Approved by Underwriters Laboratories, Inc. 


= DISTRIBUTORS WANTED 
Mfg. By THE ELECTRIC HEATER COMPANY 


BRIDGEPORT, CONNECTICUT, U. S. A. 























C. B. ROGERS 


er J a) 
ELECTRICAL HEATING ENGINEER 
CHROMALOX 
ELECTRICAL HEATING UNITS 
and 
CHROMALOX 
EQUIPPED PRODUCTS 
CS > 
1000 PEACHTREE STREET 
ATLANTA, GEORGIA 














Double Opportunities for Profit 
ee, SELLING AND INSTALLING 
AUTOMATIC 
Gor POULTRY TIME SWITCHES 
= Fe for Poultry House Lighting 


& 
$ 1 m| Every poultry raiser has been sold on the 
$ : idea of using lights in his poultry house 
during the winter to increase egg produc- 
$ tion and profit. They all want Time 
Switches! SELL THEM! CASH IN ON 
$ | THIS PROFITABLE MARKET. 


Five Models — $3.95 to $18 


With and without “dimmer” circuit. 
All-electric or manually wound. 


Write for Information. 


Automatic Electric Mfg. Co. Mankato, Minn. 
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ONLY Sturtevant 
GIVES YOU ALL THESE! 


TS 
Ke? 





Wind-O-Vane 
F 


Pressure 
Blower 


Atticvane 
Fan 


Wallvane 
Fan 


Ventilating 
Set 


You get the last word in ventilating fan 
construction—when you specify Sturte- 
vant. 


You get the product of the World’s 
Largest Manufacturers of Air Handling 
Equipment. 
You get all of the advantages which only 
81 years of air engineering experience 
can assure. 


Sturtevant 
LM to Uboh 


B. F. STURTEVANT COMPANY 
Main Office and Works: Hyde Park, Boston, Mass. 


Stocked and Distributed by: 


NOLAND COMPANY, INC. 


Durham, N.C. Lynchburg, Va. 
Raleigh, N.C. Rosslyn, Va. 
Winston-Salem,N.C. Roanoke, Va. 
Chattanooga, Tenn. Columbia, S.C. 
Birmingham, Ala. Spartanburg, S.C. 
Montgomery, Ala. Washington, D.C. 
Newport News, Va. Hagerstown, Md. 
Norfolk, Va. Atlanta, Ga. 
Richmond, Va. Macon, Ga. 











ft Pevfect 


CONTACT 


lt Never Fails! 


LLOYD 
“LOBSTER CLAW’”’’ 
Dual Spring Lock 


It places the Lloyd Starter Socket 
at the head of the procession. None 
other can touch it. The “Lobster 
Claw,” found only in Lloyd Sockets, 
ensures perfect contact — IT 
CAN’T SHAKE LOOSE! 


“Lloyd Policy Insures Quality” 


Cat. FS-2 Cat. 251 
and FS-4 


Cat. 253 


All Lloyd Products Listed 
) and Approved by Under- 
=) writers’ Laboratories Inc. 


LLOYD 
PRODUCTS COMPANY 


Providence, Rhode Island 


Southern Representatives 
8. L. Bagby Co. 
606 So. Mint St., Charlotte, N. C. 
Jules J. Dreyfuss & Sons 
638 Sixth St., Miami Beach, Fla. 
George E. Anderson Co. 
Santa Fe Bldg., Dallas, Texas 








in the range the salesman sold 
two months ago; he is raising 
a fuss because the customer is 
not paying the way it was plan- 
ned. 

A salesman can’t explain the 
meter reader’s inaccuracies; he 
has to be on to the next house in 
order to make his commission; 
and the meter reader doesn’t know 
anything about any of it except 
the mysterious little black box on 
the back porch. 

We do not have this multi-spe- 
cialist type of service, nor do we 
have the gold-plated district rep- 
resentative plan which largely 
fell by the wayside during the ear- 
ly Thirties because the cost was 
thought too high. We do have 
&@ compromise between the two 
which we believe gives that per- 
sonal attention to each individual 
customer which handles to con- 
clusion a maximum number of his 
requirements on the first contact. 
We call these men district rep- 
resentatives and we require them 
to look over the needs of only a 
limited number of customers. They 
do the selling, the meter reading, 
a little of the collecting, and even 
some of the appliance repairs. Ex- 
cept for some unusual need, they 
are the only company representa- 
tives that see the customer at 
home. They have the training 
and the capacity and, above all, 
the attitude toward their job 
which enable them to be a guide 
and counselor rather than cause 
for a peeve. The number of me- 
ters to be read in any day’s work 
is not so great as to prevent a 
pause at the customer’s back door 
to talk over matters of mutual in- 
terest to company and customer 
and get acquainted with the in- 
dividual customer; to personalize 
the service. This man does not 
have many skips which result in 
two or three months’ bills rolling 
up before the meter can be read. 
Meters are read more accurately, 
and as he goes about he can re- 
pair an iron cord, explain varia- 
tions in the bill, help arrange for 
a transfer from one location to an- 
other, or interpret rates. He is 
trained to watch for wires touch- 
ing trees, house brackets pulled 
off from the house, improperly in- 
stalled meters and other mechani- 
cal or electrical defects which 
might disrupt service. 

He knows the homes where 
there is sickness or misfortune 
and can make reasonable arrange- 
ments about payment of bills; and 
he knows, too, the customers who 


would take advantage of any yield- 
ing of proper pressure and he 
knows how to handle them. New 
customers are brought into cor- 
dial relationship with the utility 
family much earlier through this 
employee. He can judge the pro- 
per time to push the additional 
appliance without being in the 
attitude of high-pressuring the 
customer; and he makes one con- 
tact with the customer instead of 
having from three to six persons 
calling at irregular intervals. This 
man knows how to adjust almost 
every complaint and explain com- 
monly used rates. He knows 
something of the broader features 
of the business, and while he is 
adjured to avoid controversy can 
hold his own in debate where his 
company and its practices are be- 
ing discussed. He is in fact quite 
competent to interpret the com- 
pany clearly and sympathetically 
to the customer and the customer 
in turn to the company. 

This is plus service and it is 
the sort of plus service that is wel- 
comed by the customer and that 
pays off much more than its ac- 
tual cost. 
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a St. Louis, Hotel Mayfair 
is the choice of seasoned trav- 
elers. They appreciate its down- 
town location... enjoy its 
friendly, restful atmosphere, 
courteous service, comfortable 
rooms and its restaurants 
where fine food and drink are 
traditional. 

Every room is noiseproofed 
... has private bath, ice water, 
radio and guest-controlled air- 
conditioning. Rates: over 50% 
of all rooms $3.50 or less, 
single; $5.00 or less, double. 


HOTEL 


“Maufa 


Eighth & St. Charles « St. Louis, Mo. 
Nearby Parking and Garages 

















SEP C O--Continuously 


Improved 
for 


26 
YEARS 


The manufacturers 
of SEPCO are spe- 
cialists in electric 
water heating, and 
have been since 
1915. Year after 
year of careful, test- 
ed improvement, with 
quality always taking 
precedent over price 
competition, has 
made the SEPCO line 
one that sells easily 

. and STAYS sold, with low-cost, trouble-free, satisfactory 
performance for your customers. 
Write for your copy of SEPCO’S latest illustrated folder today. 


14 Distributors Serving the South 


\UTOMATIC ELECTRIC HEATER COMPANY 


POTTSTOWN, PENN. 











THE SALES PRICE 


of an article is often from two to ten times 


its cost to manufacture. 


That one fact indicates the opportunities to 
increase sales and profits through better dis- 
tribution and merchandising. 


ELECTRICAL SOUTH, through its editorial 
pages, points the way along constructive lines 
and presents information, ideas, and plans 
based on the intimate contact of its editorial 
staff with the electrical utilities, dealers, and 
contractors of the South. Coming issues will 
contain many important merchandising articles 
relating to sales training, demonstrations, 
canvassing, appliance servicing, and displays; 
engineering features describing modern trends 
in transmission, distribution, and utilization ; 
and many items of special interest to electrical 
contractors on both practical and technical 
subjects. 


Take advantage of these valuable articles 
by reading your copy of ELECTRICAL 
SOUTH carefully each month. If you are 
not already a subscriber, it costs only $1.00 
for one year or $2.00 for three years. 


ELECTRICAL SOUTH 


GRANT BUILDING ATLANTA, GA. 








LECTRICAL SOUTH for AUGUST, 1941 


“PARAGON 
TIME SWITCHES 


THE Paragon Series 300 
Time Switch has 2000% 
more dial power than re- 
quired. The one and only 
time switch with just two ex- 
posed gears. All others oper- 
ate in a sealed, oil filled 
chamber. Positively dust- 
proof. Guaranteed for 20 de- 
grees below zero. Appreved 
by Underwriters. Because of 
Paragon's experience and 
large volume production, the 
price is only $13.00. PARAGON ELECTRIC COMPANY, 
409 South Dearborn Street, Chicago, Illinois. 


Southern Representatives 


William E. Hopper George E. Anderson Co. 
357 Marietta Street, N. W. Santa Fe Building 
Atlanta, Georgia Dallas, Texas 
Large Stocks for Immediate Shipment in Atlanta and Dallas 


Paragon Series 300 


BUILDERS OF CONTROL INSTRUMENTS SINCE 1905 


¥, 
% 
4% 


Standard EE| /NEMA 
Type UD 


Utility Distribution 


TRANSFORMER 
114 to 100 KVA 


Every modern 
feature for the high- 
est performance in 
Utility Distribution Transformers is de- 
signed and built into this Uptegraff unit. 


Continuous service, highest standard of 
engineering practice, and every detail of 
design worked out to the Uptegraff re- 
quirements of “Quality and Service.” 


Send for Bulletin No. 112, Uptegraff UD Distribution 
ransformers. Tell us your needs. 


R. E. UPTEGRAFF MFG. CO. 


360 Uptegraff Blvd. SCOTTDALE, PA. 


(Pittsburgh District) 
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There is the matter of stores, 
or offices, as you may choose to 
call them. Is your place of busi- 
ness a marble palace, cold as the 
inside of an Eskimo’s igloo? Does 
it suggest that you make so much 
money you have to put it into 
stained-glass windows to get rid 
of it? Is it the other extreme; 
run-down, unpainted, dingy, un- 
inviting? Or is it a middle-of-the- 
road sort of place that, conven- 
iently located for the customer, 
reflects a spirit of welcome and 
a promise of a pleasant business 
visit? 

A spirit of cheerful optimism 
and helpful service on the part 
of personnel which results in a 
more human and understanding 
response to the personal needs 
for service of our customers is 
perhaps the most important plus 
value. Withal, it is the most dif- 
ficult to achieve, although perhaps 
the cheapest in money cost. Is 
it not the ultimate expression 
of our own pride and satisfac- 
tion in the job we’re doing? 
One might detail a long list of 
extraneous and elusive items to 
picture the sort of attitude each 
member of the organization should 
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BURNDY ENGINEERING CO., INC 
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TAMPA, FLA Pat Baldwin, Inc. 
SUMMERVILLE, S. C.___J. P. Voight 


NEW ORLEANS, LA.-__Electron Eng. 
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constantly maintain in order to 
create the atmosphere that ap- 
peals to the individual customer. 
Or again, the treatment might be 
in the nature of an inspirational 
address dealing in psychological 
reactions, emotion-stirring  epi- 
sodes and intimate experiences 
which furnish opportunities to 
turn a neat trick in public rela- 
tions. 

Either treatment probably 
would be overdone and either 
could lead into unreal and absurd 
by-laws. Yet there is something 
very definite, very real, and very 
important in the attitude with 
which the employees of the com- 
pany go about their daily work. 
This atmosphere is seldom a prod- 
uct of studied programs and rigid 
formulas. It isn’t something that 
can be disposed of by hiring a 
public relations man or a person- 
nel director, no matter how cap- 
able he may be. It isn’t a special 
kind of varnish that can be spray- 
ed on, nor an elixir that can be 
taken by the spoonful or bottle. 
It is more a flower that blooms 
only after living and working to- 
gether for some result—too intan- 
gible to put in a rule book and yet 
as substantial as the product of 
the churches, charitable organi- 
zations and other agencies whose 
work we admire and approve but 
whose accomplishments we never 
try to write down in a cold ledger. 

There are social and economic 
changes in the making, and some 
of these seem to contradict prin- 
ciples which we have always as- 
sumed were too fundamental to 
change. Many of the old land- 
marks are obscured; our fellow- 
workers perplexed and confused. 
They need the calm, confident and 
competent guiding hand of experi- 
ence to lead them to the highest 
satisfaction in the job we are try- 
ing to do together. They need a 
new hope that has a ring of vic- 


tory in it. 
We must be flexible enough to 
accommodate ourselves to new 


trends without losing the will to 
assert forcefully our faith in the 
basic factors we know should con- 
trol. This business of ours has by 
no means reached its highest op- 
portunities. It is still young and 
virile and has within it the 
strength to shake off any amount 
of abuse and rise stronger for 
having met the challenge. 

Let us keep our death sentence 
pains between ourselves and the 
bureaus. Let us meet our increas- 
ed taxes with calm determination 





just as every good citizen will 
meet his. Let us face competition 
even though we believe it unfair 
just as the merchant has to meet 
it—as a challenge to prove that 
years of training and honest deal- 
ing make us worthy of the confi- 
dence and respect of the electric 
users of the nation. 

With bold rate policies that re- 
fuse to sacrifice sound practice 
for expediency; with aggressive 
promotional sales effort and edu- 
cation; with a streamlined organi- 
zation which puts on the firing 
line sufficient brains and author- 
ity really to serve the customer 
in a personal way; and through 
a new emphasis on an attitude of 
willing and enthusiastic service 
to the individual needs of human 
beings, may we come to an awaken- 
ed appreciation of our own abili- 
ties and opportunities and assert 
an inspired leadership for thous- 
ands of loyal fellow-workers anx- 
iously waiting for a confident 
work of encouragement to carry 
on to greater heights than we 
have ever dreamed were possible. 

The time has come for such : 
united program. Only a little later 
may be too late. 
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, = like the Lennox in 
St. Louis, too. Here in a handy 
downtown location, you'll 
find cheery, comfortable sur- 
roundings . . . sleep-inviting 
beds, famous food and drink 

. everything to make your 
stay pleasant. 

























All rooms are noiseproofed 
. have private bath, radio 
and guest-controlled air-con- 
ditioning. Rates: 50% of all 
rooms $3.50 or less, single; 
$5.00 or less, double. 
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Through cooperation with leading manufacturers, E. S. 
makes it possible for you to secure the following Helpful Book- 
lets, Reference Bulletins, Handbooks and Catalogs, without 
cost or obligation. Check the list, fill in the coupon and mail to 
ELECTRICAL SOUTH, Grant Bldg., Atlanta, Ga. 





101. SERVICE EQUIPMENT AND LOAD 
CENTERS—Service Equipment, Load Centers 
and Panelboards assembled with Type AC 
circuit breakers are listed in this new publi- 
cation. In addition to considerable general 
information, it includes specifications and price 
data. Frank Adam Electric Company, St. 
Louis, Mo. 

103. SWITCH AND OUTLET BOXES— 
Cubie inch capacity is given for many types 
and sizes with interpretation of National Elec- 
trical Code. New Racolets in many types. 
All-Steel-Equip Co., Aurora, IIl. 

106. COOLAIR ATTIC PACKAGES— 
FORM 241—Complete descriptions of 1941 
Xoolair single and twin attic packages, in- 
luding fan, vent box and newly developed 
estions. Designated as Form 241. American 
Coolair Corp., Jacksonville, Fla. 

108. AMARINE NON-LEADED SUBMA- 
RINE CABLES—FORM 6118—An attractive, 
16-page booklet on Submarine Cables, with 
liustrations of various applications and de- 
criptions of typical installations. Copies may 
be obtained by writing the American Steel & 
Wire Co., Rockefeller Bldg., Cleveland, Ohio. 

109. TIME SWITCHES—Folder on Time 
Switches with a short description of the new 
line of Time Switches ranging from 770 to 
4,950 watts per pole in capacity, and in single, 
double, and triple-pole types. Both single- 
hrow and double-throw models are available. 
Automatic Electric Mfg. Co., Mankato, Minn. 

lll. NEW CORY CATALOG—The new 
merchandising features presented in this new 
catalog are free spare glass with famous 
CORY Assortments—also the new CORY Glass 
Filter Rod-Funnel Holder Dollar Combination 
which makes these needful accessories avail- 
ble to all users of Glass Coffee Makers. 
Glass Coffee Brewer Corp., 325 No. Wells 
St., Chicago, Ill. 

1122. TELEPHONE & CODE CALL 
EQUIPMENT—A new Bulletin No. 108 is 

ailable describing the new Couch ‘“Auto- 
phone” System of automatic telephones which 
neorporates valuable features among which is 

Code Call circuit which may be used in 
conjunction with the telephone system. This 
ystem is designed for industrial, commercial 
nd institutional buildings. S. H. Couch Com- 
pany, Inc., North Quincy, Mass. 

113. INTERPRETING THE NEW CODE 
N TERMS OF NEW BUILDING WIRES—A 
new booklet describing the rulings on thin, 
heat-resisting and synthetic insulations are 

refully simplified. The ratings of the new- 

recognized types of wires and the new 
tings for Type R are graphically shown in 
tebles for both the new and rewiring classes 
‘f work. General Cable Corporation, 420 Lex- 

rton Avenue, New York. N. Y. 

114. IDEAL PRODUCTS CATALOG — A 

cial 25th anniversary catalog has just been 
issued describing the complete line of Ideal 
‘roducts. Electrical Contractors, Motor Re- 
inders, and Industrial Maintenance Electric- 

s will be particularly interested in this 

mprehensive publication. Ideal Commuta- 

‘a ad Co., 1270 Park Avenue, Syca- 
more, , 

115. FLUORESCENT LIGHTING ACCES- 
ORIES—Spring Bulletin No. 2, describing 

1 illustrating complete Lloyd line of Fluor- 

ent Lamp Holders, Starters, Starter Sock- 

‘s and Holder and Socket combinations. 
I oyd Products Company. Providence. R. I. 

116. “PLUG-IN” STRIP CATALOG—This 
twenty-eight page booklet includes a wide 
nge of application data and specifications 

“Plug-In” Strip. Constructors will find 
he actual insulation diagrams and instruc- 
ons of particular interest. National Electric 


Products Corp., Pittsburgh, Pa. 

118. HOME VENTILATION—FORM 347— 
Describing benefits of home ventilation with 
methods of sizing and installing units. Six 
pages. Profusely illustrated. Schwitzer-Cum- 
mins Company, 1145 East 22nd Street, In- 
dianapolis, Indiana. 

119. OMMERCIAL VENTILATION— 
FORM 402—A four-page bulletin pointing the 
way to increase dealer profit through the 
sale of ventilation to stores, restaurants, tav- 
erns, etc. Illustrated. Schwitzer-Cummins 
Company, 1145 East 22nd Street, Indianapolis, 
Indiana. 

120. SQUARE D COMPANY announces the 
Spring issue of the Square D Digest, dated 
April, 1941. This condensed catalog contains 
listings and the latest prices of many Square 
D products, including Safety Switches, Service 
Equipment, Multi-breakers and other Circuit 
Breakers, Panelboards, Motor Control and 
Pressure Switches. Square D Co., Detroit, 
Michigan. 

121. NEW WIRE CATALOG—A new cata- 
log just issued by the United States Rubber 
Company contains complete specifications for 
every type of building wire and cable—single 
conductor and multiple conductor, rubber in- 
sulated and synthetic insulated, fibrous cov- 
ered and lead covered. United States Rubber 
Co., Rockefeller Center, New York, N. Y. 

123. NEW FOLDER DESCRIBES WATER 
COOLERS—Water coolers for genera] indus- 
trial and office use are described in a new 
8-page illustrated folder announced by West- 
inghouse Electric and Manufacturing Com- 
pany. Copies of folder 1WC-0201 may be se- 
cured from devartment 7-N-20 Westinghouse 
Electric and Manufacturing Company, East 
Pittsburgh. Pa. 

124. FOUR NEW Y. P. 8S. CABINET 
SINKS are shown on a new two-color wall 
poster. There are provisions made for prices 
on each model and the poster carries full 
description of each sink. Folder designated as 
No. 1054. Youngstown Pressed Steel Division 
of Mullins Manufacturing Corporation, War- 
ren. Ohio. 

126. WIRING DEVICES—‘“Arrow” catalog 
No. 27 and “H&H” catalog No. “X’”. 100 
pages, lists the complete line of quality, de- 
pendable wiring devices, including switches, 
receptacles, sockets, and plug material. The 
Arrow-Hart & Hegeman Electric Company, 
Hartford. Conn. 

128. CATALOG 411—dated May, 1941, illus- 
trates, describes and prices the various Bull- 
Dog standard product lines consisting of safety 


cco or 


Please send to me without obligation, free booklets No. 


switches, service equipment, light and power 
panelboards, circuit breaker panelboards, KBL- 
Duct, compact type WVACU-Break switch- 
boards. BullDog Electric Products Co., 7610 
Jos. Campau Ave., Detroit, Mich. 

130. 1941 FRIGIDAIRE REFRIGERATORS 
are described in this colorful book. Included are 
full page, color pictures of various models to- 
gether with specifications and descriptions of 
features. Frigidaire Div., General Motors Sales 
Co Dayton, Ohio. 

INDUSTRIAL WIRING HANDBOOK: 
This 48-page handbook, called “Adequate Wir- 
ing for Industry,” describes modern factory 
wiring methods and materials. Wiring prac- 
tices adaptable to all factories are outlined. 
Publ No. 51-4011. General Electric Co., Ap- 
pliance and Merchandise Dept., Bridgeport, 


Conn. 

142. ELECTRICAL CONDUIT: Complete 
technical information on _ corrosion-resisting 
asbestos-cement ducts for underground and 
overhead service, with and without concrete 
envelop, is included in “Transite Conduit and 
Korduct for the Electrical Industry,” DS Series 
410. Johns-Manville, 22 East 40th Street, New 
York, N. Y. 

144. UNIVERSAL ELECTRIC RANGES— 
Complete line folder giving features of models 
in Universal 1941 line of electric ranges and 
telling “Precision Cooking” story. Folder No. 
— Landers, Frary & Clark, New Britain, 

onn. 

146. ATTIC VENTILATION: New bulletin 
giving complete information about all-electric, 
dependable, trowble-free Timers for automatic 
control of attic fans. Mechanism timed and 
operated by slow-speed, self-starting synchron- 
ous motor. No clock works. Bulletins available 
on other Timers and Time Switches. Paragon 
Electric Company, 409 South Dearborn Street, 
Chicago, j 

148. LITTLE GIANT RELAY—A new small 
Relay for use on A. C. or D. C. is described 
in a Ward Leonard Bulletin No. 105. The 
Relay is available in single pole, single or 
double throw contacts. On standard frequencies, 
coils can be obtained for 6 to 230 volts. Com- 
plete information on contact rating is given 
in the bulletin. Ward Leonard Electric Co., 
Mount Vernon. N. Y. 

149. ELECTRIC RANGE UNITS: Chroma- 
lox Bulletin CF-107 lists proper assembly and 
adaptor ring to fit any range. regardless 
of age or make. Inventory investment and 
servicing reduced to minimum. Units same as 
used on many makes of new ranges. Edwin 
L. Wiegand Company, 7600 Thomas Boulevard, 
Pittsburgh. Pa. 

151. ATTIC FAN MANUAL — New four- 
page bulletin, No. 204-B, entitled “The Cool- 
vent System of Home Ventilation.” gives 
specification data on Coolvent attic fans, suc- 
tion chambers and automatic louvres. Dia- 
grams in color illustrates attic cooling prin- 
ciple. Text and drawings describe proper in- 
stallation of the complete System. Autovent 
Fan & Blower Co.. Chicago. Tl. 

153. AC WATTHOUR METERS—This new 
48-page bulletin features AC watthour meters. 
including single phase, single disk 2, 2%, and 
8 element; meter and time-switch combina- 
tions; maximum demand registers; and acces- 
sories. Design and construction details are 
described and illustrated and views of assem- 
bled and disassembled component parts are 
shown. The booklet contains connection di- 
agrams, outline dimensions, and prices. Ask 
for bulletin No. 97. Sangamo Electric Co., 
Springfield, Tl. 

154. BULLDOG ELECTRIC PRODUCTS— 
Condensed catalog No. 411, dated May, 1941, 
has just been issued and includes specifica- 
tions and price data on a wide range of 
products, such as safety switches, service 
equipment, lighting panels, switchboards, and 
other devices. Bulldog Electric Products Co., 
7610 Jos Campau Ave., Detroit, Mich. 
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ADVERTISER’S INDEX. 


The Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 


Every care will be taken to index correctly. 
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Adam Electric Co., Frank______ Be ai eee, Ee 
All-Steel-Equip Co., Inc.__ ee ne, 
Aluminum Co. of America_- _Inside Back Cover 
American Coolair Corp.____ + 
American Steel & Wire Co. 
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Automatic Electric Mfg. Co.__ 
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Briegel Method Tool Co. 

Bull Dog Electric Products Co. 
Burndy Engineering Co., Inc._- 
Bussman Mfg. Co. 
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Columbia Steel Co. 
Couch Co., Inc., S. H._-. 
Crescent Insulated Wire & Cable Co., Inc. 
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Dolph Co., John C. 
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Edison General Electric Appliance Co. 
Electric Heater Co. 
Electric Vacuum Cleaner Co. 
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Frigidaire Division 
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General Cable Co._ 

General Electric Co. (Insulating Materials) 
General Electric Co. (Lamps) Siege 
General Electric Co. (Refrigerators) 
General Electric Co. (Water Heaters) 
General Electric Co. (Wiring Materials) _ 
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No allowance will be made for errors or failure to insert. 


K 

Kelvinator Division____________ 
Knox Porcelain Corp 

Kwikon Co.________- 


L 


Landers, Frary & Clark_______ 
Linemen Protector Co.______ 
Lloyd Products Co. 


M 


Modern Kitchen Bureau 


N 


National Electric Products Corp. 
Norge HPiviston._...... 


O 


Okonite Company 


P 


Paragon Electric Co.__ 
Premier Division_- 


R 


Revere Electric Co._ 
Rogers, C. B.__ 


S 


sangamo Electric Co.______-~~_-- 
Sherman Mfg. Co., H. B._______- 
Signal Electric Mfg. Co.___ 

Silex Company ___. 

Sturtevant Co., B. ” Sete 
Square D Company a ee 


U 


United States Rubber Co. 
United States Steel Co.________ BA vat 
Uptegratt Mie. Co., B..E....__.....- 


W 


Ward Leonard Electric Co. ___- 
Westinghouse Elec. & Mfg. Co. (Full Line) 
Westinghouse Elec. & Mfg. Co. (Ranges) 
Westinghouse Elec. & Mfg. Co. (Refrigerators) __- 
Westinghouse Elec. & Mfg. Co. (Water Heaters) _ 
Wiegand Co., Edwin L 

Wiremold Company 
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Youngstown Pressed Steel Division 
Youngstown Sheet & Tube Co 
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